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1847 ROGERS BROS: 


STLVEA PLATE 
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The HERALDRY CHESTS~. 
Two New and Engaging Containers 
That Will Help You Sell More Silverware 


There is no doubt that the attractiveness of the case has a lot to do with clinching the sale of a set of 
silverware. It is only natural that a beautiful and distinguished box should enhance the beauty of the 


ware. 


Here is a new chest made in 26 and 50 piece sizes—that is sure to help you sell more of this finest 
silverplate—1847 Rogers Bros. Antique bronze finish with hand-colored escutcheon and armorial 
bearings; two straps and a moulded border around the base reproduce various devices of the Her- 
aldry of the Middle Ages. Gilt and bronze modeled latch and hinges. Lined with Capri blue velvet. 


The Heraldry Chest series is but another of the many merchan- 
dising features that the makers of 1847 Rogers Bros. create for 
the purpose of increasing your sales of this finest silverplate. 
A line to the Sales Promotion Dept., International Silver Co., 
Meriden, Conn., will further inform you of these merchandising 


plans. 


‘ INTERNATIONAL SILVER CO. 
MERIDEN, CONN. 


* % ® ‘ 
| . @ > 
- % : SALESROOMS: NEW YORK CHICAGO SAN FRANCISCO 





INTERNATIONAL_SILVER_CO 
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DROP FORGED 
UNBREAKABLE PLANES 


Are Now Offered in Two Series: 
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No. 700 Series—exactly the same plane but = = 
given a durable, attractive, POLISH finish, = J 4 
instead of nickel. This line you can sell 

at popular prices. 










RE cr aN 


: No. 900 Series—like cut—the deluxe nickel plated line. 





OTHER GOOD FEATURES 


(See figures on the cut above) 
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2. Drop forged unbreakable clamp. 


Bs 5 


OOF 


\; 3. Precision-made blade cap. Holds blade in a firm grip 


‘i in cross-grain or other severe work. 
Both T h ese L ines Have 4. Vanadium alloy steel blade. Holds its edge. Can be 


Forged Steel Bottoms .“”v™ 


5. Two parallel guides hold frog in perfect alignment 
A distinctive Vaughan feature that has received a cordial with throat. Easy to adjust. 
welcome by carpenters all over the world. 
6. Large screw. Easy to adjust. 


UNBREAK ABLE _ x.titesst tandcoom. 





Drop it from any height—it won’t break, like cast-bottom 8. Easy-grip handle. Tough, unbreakable seasoned hard- 
planes do. Nor will it “give” like the pressed steel wood. 

bottoms. This forged steel bottom also holds all other 

parts in perfect working alignment. 9. Extra high knob. 


Why Carpenters Swear by Them 


This V & B Unbreakable Plane cuts a long clean shaving with the least effort. It will 
plane bird’s-eye maple without pulling out the eyes. It does cross-grain planing easily. 
Its remarkable freedom from chatter is due to the fact that all its adjustment screws are 
drilled and tapped inte a forged steel bottom. This means greater precision and less 
yielding than if we used cast steel, cast iron or pressed sheet steel for the bottom. 


‘ bemonirar Forse = VAUGHAN & BUSHNELL = Send for Ow 
| "lication. “hike MANUFACTURING COMPANY = 1927 Catalog 


3 en application. without 
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One size helps you 
sell another of the 8 


Many mechanics have a few special jobs 
where they need to use two wrenches at 
once—one to hold and one to do the turning. 
For them you can pair up a couple of Wal- 
worth STILLSON wrenches of the same 
size. 


But in general it’s easier to sell two of a 
different size, and once a man is sold on the 
greater lasting strength of a Walworth 
STILLSON it’s no trick at all to make two 


sales when you’ve got one started. 


The full Walworth STILLSON line gives 
you 8 sizes, from 6 to 48 inches, which you 
can pair up in no less than 36 different ways 
when you sell them. 


WALWORTH 


WALWORTH COMPANY 
51 East 42nd Street, New York 


Distributors in Principal Cities of the World 
Walworth, Ltd., 10 Cathcart St., Montreal, P. Q. 


WALWORTH 


STILLSON’ 








= STILLS ON > 





*“STILLSON, like Walworth, is a trade 
mark, registered by its owner, The Wal- 
worth Co., in the U. S. Patent Office, the 
several states, and in foreign countries. 
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USTOMERS buy Dietz Lanterns 
without talk. 





3 : They don’t have to be convinced 
: 3am that Dietz Lanterns are what they want— 


- s— they KNOW. 
4vizays 
. LANTERNS 4 Since you pay your store salesmen for their 
Kiad TIME—and self-selling Dietz Lanterns save 
that time—-PROFIT on Dietz Lanterns is 


| better, quicker, surer—-with no come-backs. 





\ 
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Small wonder then that most hardware mer- 
chants prefer to sell Dietz Lanterns. 


e Pod A, ae 
Rene Net <0 ean ee eee 


R. E. DIETZ COMPANY, NEW YORK 


LARCEST MAKERS OF LANTERNS IN’ THE 
WORLD—FOUNDED 1840. OUTPUT DISTRIBUTED 
EXCLUSIVELY THROUCH THE JOBBING TRADE 
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A Dietz No. 26 DispLay STAND HELPS CUSTOMERS TO HELP THEMSELVES 
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Quicker Sales — Better Saws 
and More Profit to You 


ee 





more saw sales to you. This 
is strongly shown by the de- 
mand, steadily increasing, for 
Simonds Crescent- Ground 
Cross-Cut Saws. These Saws 
are the best selling Cross- 
Cuts, because they have for 
years proved up to require- 
ments for better saws that 
hold their edge longer and cut 
faster without binding in the 


ae ey are fully guar- 
anteed by the makers. 

Your next order should call for Simonds Cross-Cut Saws— 

not only because they are more satisfactory to use, but also 


because they are more satisfactory to sell. Our selling 
proposition and dealers’ discounts will interest you. 








ee. 





Write for them now. 


Simonds Saw and Steel Company 


Hardware Dept. Fitchburg, Mass. 
Crescent- 


SIMONDS: 


CROSS-CUT SAWS 
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Car owners, farmers, mechanics, electricians 

and others who buy tools have widely vary- 

ing needs but they agree in this respect: 

They like to get the exact type of tool they nee 

want with the least possible hesitation or In addition to the WCl 
Display Case, an attractive 


uncertainty. 
sales help is the set of card- 
The fifty-nine Crescent and Smith & Hemenway Wrenches board cutouts for window 


and Pliers on the WC1 Display Board (size 2414 x 4814) - 
cover a range of uses that will fit most of their small-tool and counter display. These 








requirements. Selection of the exact type and size of tool little mechanic figures 
en ee like the illustrations below, 
9 
The case is a valuable sales help—as many dealers have : 
already discovered. It will be supplied to you through your hold wrenches and pliers, 
jobber at the price of the tools only, with no charge for and fit in easily — other 
the case. display units. 
204 Harrison St., Jamestown, N. Y. 
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CRESCENT 


and Smith & Hemenway 


Made under the supervision of and guaranteed 
by the originators of the Crescent Wrench 
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BUSINESS PAPERS 


—spokesmen for industry 
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a : HE interpretation of the ethics and ideals of business 


and industry to the public,” said Gerard Swope, 
president of the General Electric Company, at the last 
Associated Business Papers Convention, ‘‘can have no 
better mouthpiece, can have no better spokesman, than the 
technical and business press.” 


GERARD SWOPB 


This publication you hold in your hand is a business paper. 
The publisher and his editors and advertising men are a 
part of the industry which they serve intimately, acquainted 
with the technical, professional, or trade practices and 
methods of that industry, or business or vocation. 

The editors pick out of the many phases of the flow of 
trade, news and policy trend in methods or machinery which 


will best serve the reader’s needs. The advertising pages 
are a huge many-leaved coupon on the editorial section. 
i And above all, the paper as a whole seeks to express the 
higher purposes and objectives of the small and large busi- 
ness men it serves. 
For as Mr. Swope further said in his fine analysis of in- 
| dustry responsibility in this same address: 


— ee “It isn’t necessary to be big to be successful, but it is 


profit organization 
whose members have 
pledged themselves to . oy 
sg amg Mar grow without that. 

practice in which the 
interests of the men of 
American industry, 
trade and professions 
fi areplaced first--acode 





absolutely essential to be successful to be big. You can’t 

























— = demanding unbiased 
i editorial pages, classi- 
_ fied and verified paid 
294 subscribers, and 
1 honest advertising of 





dependable products. 
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It never rusts. 
100 lineal feet to the 


PATTIES Tai, 
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It comes in 14, 16 and 


18 Mesh, in even inch widths 18” to 48”. 
roll. You cannot sell a more satisfactory wire cloth. 


Yiqemaniaacegeal 


/, 


The Zine provides the neces- 


Cortland Gray-wick 
Wickwire Premier 


Cortland Black Enameled 
White Metal Finish 


Si sscsssageee! 
HERES 
2, 


Our Other Brands of Screen Cloth 
Your jobber will supply you 
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ffected by salt air, acids or gases. 
after roll has withstood the severest climatic conditions. 
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Bronze Screen Wire Cloth 


Ice 


ee 
Customers have written us that WICKWIRE BRONZE Wire 


Cloth is still good after 24 years of service. 
This unusual service is the best proof of satisfactory wearing 


quality. WICKWIRE BRONZE is made from a special alloy 


of 90% Copper and 10% Zinc. 
Every operation from raw material to finished product is done 


under our own supervision. 
WICKWIRE BROTHERS BRONZE Screen Wire Cloth is 


sary tensile strength, as well as the ability to resist corrosion, 


which rapidly ruins pure copper. 
always made from Full Gauge Wire. 


is nota 
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Costs More 
Than Steel 
Wire Cloth, 
But— 
Returns 
More than 
the 
Difference 
In Service 


Still Good 
Of Serv 
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“The Year after Year Record of 
Advertising Leadership” 


During 1926— 


685 manufacturers used 4202 advertis- 
ing pages in Hardware Age. 


the combined advertising volume of all other 
national hardware papers. 


355 manufacturers used Hardware Age 
exclusively, which is five times the number 
using the next ranking hardware paper ex- 
clusively. 





HARDWARE AGE 


239 West 39th Street 
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Monarch Buildin? 
Hardware Proposition 


and get your share of Building Hardware profits. Here is 
a proposition that takes the guess work out of bidding on 
a job. Your profit is assured because your price is assured. 
Your future is assured because quality is sure. 


Monarch offers the wide awake building hardware mer- 
chant a line made and guaranteed by a firm with more 
than 20 years experience building casement hardware. 
These are products of such unique simplicity in design 
that they can be offered to contractors with the full realiza- 
tion that labor cost will be lowered because more units 
per hour can be installed. 


MONARCH Control Lock 


for outswinging casement windows can be used on top or under the 
stool. Positive direct action in opening, closing or locking window in 
any position desired. Noiseless—No gears, keys or ratchets. Solid brass 
or steel heavily plated. 


MONARCH Automatic Stay 


for in or outswinging casement win- 
dows, transoms, or pivotal windows 
where locking feature is not needed. 
Not necessary to take apart to make 
adjustments or install. Friction in- 
creased or decreased by slight turn of 
outer tube. Furnished in any finish 
desired. 













MONARCH CASEMENT CHECK 


plate. Friction is lasting. Made in 


2 a steel and solid brass. 


Monarch Casement Hardware comes to you fully assembled, packed in 
individual containers ready for installation. Made of the finest materials 
together with quality of manufacture and workmanship, they carry a 
guarantee that removes the question of service from your mind. Find 
out NOW what this proposition means to you—A request will bring 
you full details. 


MONARCH METAL PRODUCTS CO. 
4962 Penrose St. St. Louis, Mo. 


N Makers of the famous Monarch Interlocking Weatherstrip y, 


for doors, casement windows, tran- 
soms or any hinged opening. Friction 
adjusts by turning screw in pivot 
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No. 48 Improved Adjustable “S” Nut Wrench 


Builds Contidence 


B & C No. 48 has jaws of sufficient width 
to take hold of a nut and not let go until 
you're ready. 


When there is such a tool as B & C No. 
48 on the market there is a sure way of 
getting in solid with your customers when 
it comes to wrenches. 


The impression which this quality tool 
makes will go a long way toward estab- 
lishing your store as “tool headquarters.” 


Send the coupon for a copy of our new catalog. 


Bemis & Call Co. 
WRENCHES 
Springfield, Mass. 







BEMIS & CALL CO. 
Springfield, Mass. 


Please send me your catalog and name of your nearest jobber. 
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Now You Can Sell a Better 
and More Attractive Radiant 
Gas Heater... for LESS MONEY! 


UILT like the old English 

Tudor fireplace . . . Canopy 

top with dome . . . pedestal legs 

. all cast parts in either Stat- 

uary Bronze or Antique Brass 

Cathedral design radiants. 
There you 
have a picture of 
the new Fila- 
mingo Gas 

Heater. 


It is built with 
beauty; but it 1s 
built for un- 
matched Heat- 
ability. Properly 
vented for air 
circulation, ap - 
proved cast- 

iron drilled 


burner, heavy asbestos back liner, 
special valve for either natural 
or artificial gas. 


How would you like to offer your 
customers such a heater tor much 
less money than any other heater 
that even ap- 
proaches it for 
beauty, heating 
power and utility? 
This is just one 
member of the J-E 
complete line of 
heaters. The An- 
geles, a moderate- 
priced Blue Flame 
type, is an especially 
fast seller. Ask your 
r or write direct 
The Flamingo 
any other . 
heater. All are backed 
by a firm that has 
served the hardware 
trade for 40 years— 
Jackes- Evans Mfg. 
oy © N. 
i > 
mB A. 
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GAS HEATER 
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BATHROOM 


Requires not more than eight 
minutes to heat bathroom 
to comfortable temperature. 
Light and portable. Adjust- 
able to either natural or arti- 
ficial gas. Finished in white 
porcelain enamel and neatly 
trimmed. Flat top accommo- 
dates pan in which water may 
be heated in a hurry. Espe- 
cially fine nippy mornings 
when main heating plant is 
no* im use. 

















When one thinks of cleanliness in bath- 
rooms one thinks of White Bathroom Fix- 
tures. This is the reason so many women 
call for our White Fixtures. 


RINcGcCoO White Bathroom Fixtures are most 
substantially made and the base is eternal 
brass which never rusts or wears out. They 


GLASS SHELVES 


are easily cleaned with soap and water. 


If the white enamel should chip, you may 
be sure that your customers’ best guest 


towel will not be ruined by rust. 


Dealers who handle these fixtures find them 
both profitable and satisfactory. 


Send for latest Booklet and Catalog. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 


New York, 2 Hudson St. 
San Francisco, 116 New Montgomery S*. 


BRANCH OFFICES: 





Chicago, No. 29 E. Madison St. 
Boston, No. 179 Summer St. 
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CARPENTERS’ CHISELS 








LASTING EDGE 








SPLENDID RUST BEAUTIFUL 
REPUTATION RESISTING FINISH 
STEEL 





ONE-PIECE 
CONSTRUCTION 





THE F ACTORY BRAND 


Buyels 
@talo 





Reg. U. 8S. Pat. Off. 


TORRINGTON, CONN,., U. S. A. 
New York Office: 151 Chambers Street 


ESTABLISHED 1854 INCORPORATED 1864 
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CASEMENT 
OPERATOR 


This Operator has 


been on the market six 

) years: has been used 

’ from Coast to Coast in 
all sorts of buildings 

both public and private 

so we will simply 

state here that it opens 

and closes Outswinging 

Casement Windows 





from within, locks the 
sash in any position and 
is powerful enough t 
overcome binding and 
rattling. Screens and 
curtains may be hung 
inside without interfer- 
ing with operation. 


Simple, strong, pra 
tical and _ absolutely 
guaranteed; an asset to 
the popular outswingine 
casement Placed on 
top or within the frame- 
work as shown in fig 


ures 1 and 2. 





Circular upon request 


Fig. 2 
THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHI”~AGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVENUE, N. Y. 











Doing One Thing 
Well — 


This is an age of specializa- 
tion. The man who devoted 
his time to one thing is more 
likely to succeed than the 
“Jack of All Trades.” We 
have specialized in wrench 
manufacture for eighty-six 
years. That is why Coes 
Wrenches are popular every- 
where today among lovers of 
good tools. 















Specialize on the sale of high 
gerade Coes Wrenches and your 
wrench sales will improve. 






















Coes Wrench Co. 


‘“‘In business since 1841” 
W orcester Mass. 















Selling Agents 


ee ug OL. er 253 Broadway, New York 
JOHN H. GRAHAM & CO...113 Chambers Street, New York 
FENWICK FRERES......... 8 Rue de Rocroy, Paris, France 



















































“The Blade With the Reputation” 


Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, New York 








Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 


Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 


Chain Hardware Stores in United States and Canada. 


5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 


Department Stores carrying hardware and housefurnish- 
ings in the United States. 


Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 


Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers. 


Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 


have been more than 10,000 additions and corrections, and these 
all appear in the current Eighth Edition. 


Hardware Wholesalers find Verified List of great value in 
“‘checking’’ thetr retail proapect records. 
$12.00 postpaid 
Hardware Age Verified List Department 
239 W. 39th Se. New York, N. Y. 
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The “Long Distance” Customer 


The fact that a certain station is hard to 
get on his radio makes no difference to 
him—it’s the “programme”’ he’s after and 
he’s going to get what he wants. 


The fact that your store may be a little 
farther for him to go—isn’t the point— 
‘Perfect’ Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 
gets the business. 


Your Jobber stocks ‘‘Perfect.”’ 


WAMIUOUUVLUULLNHONERERNUUUOUTAUUOOOOALELELUUAUOOUAUDOANOA ELUTE LLUUULES TOE AEUEAOPAOOUTERUAULGOUUOOULAYPTS TAR AGORO AARP EDDA bP AAPA UUM ULHULALUL 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 


Davitt 010 























INCREASE YOUR 
CASH SALES 


A Quick Acting Clamp | |r 
for Boat Builders : A, eonrees 
Cabinet Makers and 


General Use 

This Hammer & Co. Malleable Iron Build- 

ers’ Clamp is a big seller for all general 

purposes. 

Tilting the sliding jaw a little allows it to 

slide up or down, to engage the ratchet at 

any desired point, when a turn of the screw . 

clamps the work securely. The clamp is It costs nothing Ca you Pc under no 

disengaged with the same ease and quick- obligation to as for ana receive our 
suggestions on how to increase cash sales. 




























ness. 
A stiff frame and jaw, a screw of semi- 

steel, and no riveted parts to become loos- MAIL COUPON TODAY 

-_ assure complete satisfaction to every = |f [Pr-----*----->->- eCcmimace. 


eee 7 mag pe ay Oo. 

° ° esey St., New Yor ty. 

Send for Prices on our Complete Line of Please tell us how to increase our number of cash sales. 
Malleable Iron Specialties. 


Se Cee Eee ce eee c ee ee feet long. 
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Malleable Iron Fittings Co., Branford, Conn. 
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“YANKEE” 
Breast & Hand Drills 


are pre-eminently in a class by themselves. 
With the unique right and left hand and con- 
tinuous ratchet movement, they drill easily and 
quickly where others cannot be used. 

They have created a demand for high grade 
tools, such as can be supplied only with the 
“Yankee” line. 

They are in service in Machine Shops, 
(,arages, Repair Shops and wherever high grade 
labor saving mechanics’ tools are used. 

There are seventeen styles. Have you a good 
assortment to supply the demand? 


NORTH BROS. MFG. CO. 
Philadelphia 











AN TRICKS 


When you buy Tacks or Small Nails 


With this carefully selected by weight you should know that there 


Walden - Worcester Assort- 


Aseertment No. 1100 


ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a convenient 
and attractive medium for 
the display of the stock. 

In a word, an investment 
of only $54 makes your store 
Socket Wrench “Headquar- 
ters.” 


No. 1100 Assortment of 113 Parts, 
including 75 CHROME NICKEL 
Steel Sockets for Hex and Square 
nuts; Speeders, Offsets, Tees, 
Ratchets, Connectors, Universal! 
Joints, Extensions, etc. Graded in 
proportion to demand. All parts 
interchangeable. Net rice, in- 
cluding all-steel cabinet, $54. 


Write us for name of the Walden- 


is often a difference of from 10 to 30 
per cent in the count per pound in 
favor of Atlas products. 


Properly designed tacks are more 
expensive to make than miniature rail- 
road spikes. Do not let yourself be 
cheated or assist in cheating your cus- 
tomers. 


When you buy by count see that 
you get the weight. There is often a 
corresponding difference. 


Make the comparison. 


Every product of the Atlas Tack 
Corporation has been scientifically 


Worcester jobber and for Socket designed for its purpose and stand- 
Wrench Catalog No. 27. ardized 


STEVENS WALDEN-WORCESTER, INC 


Mfrs. of Walden-Worcester Wrenches 
and Stevens “Speed-Up”’ Tools 


Worcester, Mass. 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 


-STEVENS-WALDEN-WORCESTER 


SS 











= Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 
Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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The 


ULTIMATE Wringer 


ANCHOR BRAND 
Best on Earth 


Warranted for Five Years 





LOVELL MFG. CO., Erie, Pa. 
Largest Manufacturers of Clothes Wringers in 
the World 

















Requires No Jamb Strip 


and 


Only One Mortise Cut 
The “Simplex” 


Application of the Chi- 
cago “SIMPLEX” Spring 
Hinge means a saving in 
both time and labor. 


It can be applied direct 
to the door casing without 
a hanging strip and requires 
only one mortise cut. For 
economy and simplicity it 
has no equal. 





d 
> ils ee re ee tee | a > 





' There are no joints 
where the barrels of the hinge join the web, 
thereby avoiding exposure of springs to moisture. 





BRIDGEPORT, CONN. 


WOOD SCREWS 
~(CHICAGO)~~ Rivets Roofing Nails Scratch Brush Wire 




















SPRING HINGES THE BRIDGEPORT SCREW CO. 
Send for Catalogue No. M 42 Bridgeport, Conn., U. S. A. 
Chicago Spring Hinge Company, George E, Quigley, ae 
CHICAGO | | NEW YORK ne a, ao 











W. ROSE 





a a aon. oo Pointing Trowel No. 75 
SALE HOUSE 
aang ~ ap, Especially useful for laying tile, it should be 
Salle feanaiee displayed in every tool store. The blade is fine steel. 
Wiebusch & Hilger, Ltd. Shank and handle are right. 


New York 
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In a comparatively short time Clover 
Sandpaper has demonstrated its merit for 
every sandpapering job, just as the na- 
tionally known Clover Grinding Com- 
pound has proven its superiority over all 
other valve grinding compounds. 


= WorthCrowing About 


Back of every sheet and every package 
of Clover Flint Sandpaper is a reputation 
of twenty years’ standing for quality 
products only. 


Clover Sandpaper comes in all grits, but 
only in one grade—the best. Send for 
Samples. 


CLOVER MFG. CO. 
110 Main St., Norwalk, Conn., U.S.A. 


The Largest and Oldest Manufacturers 
of Abrasive Compound in the World 


Clover Dealers Get Clover Business Service 
Free 


Handsomely Decorated Ream Package 
Two Color Box Packages 


or 
for Display Purposes Bulk Consumers 





— 
tila all 





CLOVER MFG. CO. 
110 Main St., Norwalk, Conn., U. S. A. 


Gentlemen: Please send us Samples of CLOVER 
Sandpaper and refer us to nearest Jobber. 


Dealer’s Name 
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he set iustrated 
is Catalog No. 1924 


{ p 


practical quality 
is em- 


Oe sturdy, 
of GRIFFIN Hinges 
bodied in this splendid line 


of garage hardware sets. 


RIFFIN 


ERIE, P 
vanch Offices, 


NEW YORK. 45 Warren St. 
CHICAGO, 555 W. Randoiph St. 
BOSTON. 124 Peari St. ; 








By its consolida- 
tion with the Kirk- 
Latty Mfg. Co., 
Lamson & Sessions 
has become one of 
the world’s largest 
sources of supply 
for highest quality 
bolts, nuts, cotter 
pins, rope clips and 
special hot or cold 
upset work. 
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L/S 24/7 


The éntire efsonnel 
andj manufacturing 
facilities of the Kirk- 
Latty Mfg. Co, are 
now mMerged“with 
Lamson & Sessions for 
greater service to you. 


ainstiak ¢ 
‘Precision 


N the production of every Lamson, & Sessions product . 


every precaution is taken to»secure a degree of preci- 

sion as mearly perfect as humanly possible. Every bolt 
undergoes approximately five inspections from start to 
finish and the inspector alone is the final authority on 
rejections. There is no appeal from his decision. 


The most practical test of Lamson & Sessioms accuracy 
and the success of our inspection is found‘in the fact that 
we produce and fit together 3 to 5 million bolts with an 
equal quantity of nuts each day, with complete accuracy 
within the limits of thread tolerances of the National 
Screw Thread Commission. a 


This painstaking and continuous effort is one of the fac- 
tors that have made Lamson & Sessions one of the world’s 
largest sources of supply for first quality bolts, nuts, cotter 
pins, rope clips and special hot or cold-upset wé 


THE LAMSON» & SESSIONS CO. 
1971 West 85th Street Cleveland, Ohio 


Chicago Detroit St. Louis Chattanooga Adianta El Paso Sait Lake Cicy 
? Los Angeles Seattle San Francisco # 
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A Profitable Lawn Accessory 


The man who takes a real pride in the 


appearance of his lawn knows that, if 


sunlight and dew are to reach its roots, it 
must be kept both short and clean. 


Such a man not only buys a PENNSYL- 
VANIA Quality Mower but is, also, an 
active prospect fora PENNSYLVANIA 
Lawn Cleaner and Rake. By means of 
rapidly revolving rakes, this machine acts 
like a vacuum cleaner on the lawn, re- 
mgving cut grass, leaves and all other 
foreign matter. It is also made with 
brushes for lawn sweeping and for golf 
greens. With this cleaner, one boy can 
do as much work as three or four men 
with rakes. 


Place your order now for this labor-sav- 
ing accessory and be prepared to make a 
liberal extra profit from your lawn 
mower sales. 





Quality 
LAWN MOWERS 








Our Golden 
Anniversary 


Since 1877, when the first 
PENNSYLVANIA Mower 
was built to meet the high- 
est mechanical and material 
standards of that time, 
PENNSYLVANIA Quality 
has been acclaimed in every 
civilized quarter of the 
globe. 


Today, there is a PENN- 
SYLVANIA Quality 
Mower for every grass-cut- 
ting purpose and they all 
embody, in connection with 
the original high ideal, the 
experience and research of 
half a century. 
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To Attract New 
Customers! 


Included in the great Atkins Sales Plan this year is 
a wonderfully complete idea to bring many new 
customers into your store. Without going into all 
the details of Atkins Demonstration Plan, we want 
you to appreciate that it includes letters to selected 
lists of men who will be valuable customers for you. 
It includes features in your store which will make 
it a center of attraction to men like those shown in 
the picture—men who buy and use better saws and 


tools. 


An Atkms Silver Steel There is no “theory” about the popu- 
Saw costs just a few , . i ee . Se haa 
cents more than a cheap larity of Atkins Saws. Can you over- 
Saw, but Oh, what a dif - look this evidence ? 

ference in cutting ef- 
ficiency. 














E. C. ATKINS & COMPANY 


ESTABLISHED 1857 The Silver Steel Saw People 


Home Office and Factory: Canadian Factory: 
Indianapolis, Ind. Hamilton, Ont. 

Minneapolis Portland 

New Orleans Vancouver, B. C. San Francisco 

New York Seattle 


Machine Knife Factory: 
Lancaster, N. Y. 


Atlanta 
Chicago Paris, France 
Memphis 
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A Man’s Job 


See Wain, OF Clee B. Sais ons siege cvcveessecces 25 A MAN’S job 1s his best 
friend. It clothes and 
A Development of the Old Idea of Sidewalk Merchandising 2% feeds his wife and children, 


pays the rent and supplies them 
with the wherewithal to develop 


The Lost Page of My Pittsburgh Address, by Saunders ck: hte sab The 





NEE. WuWG VES 6 eNO Ceh oe kn athe ipsa soe oe bos beeh ess 28 le Sea 
east a man can do in return 1s 
to love his job. A man’s job ts 

Retail Hardware Dealers of Carolinas and Virginia Con- grateful. It is like a little gar- 

vention FES TESSCSCESSHESTESESEEEHESROHBOHOEOCEKC RSE OC OC TEES 30 den that thrives on lowe. /t 

will one day flower into fruit 
How $30,000 of “Hardware” Is Merchandised............ 33 worth while, for him and his 


to enjoy. If you ask any suc- 
cessful man the reason for lis 
making good, he will tell you it 
is because he likes his work ; in- 


Widmer’s Windows Paid for Themselves................. 34 


Contents 

















DEPARTMENTS: deed, he loves it. His whole 
heart and soul are wrapped up 
Current News of the Trade........ Sie ner ed ide ied ore 36 eee : 
in tt. His whole physical and 
mental energies are focused on 
Weekly Washington Letter, by L. W. Moffett rrr e as 39 it. He walks his work ; he talks 
his work; he is entirely insepa- 
General Market Information ....................... 40 rable from his work, and that is 
the way every man worth his 
salt ought to be if he wants to 
ORD make of his work what it should 
Branch Office Representatives of Hardware Age be and make of himself what he 
EDITORIAL wants to be.—Senator Arthur 
Cuicaco: D. M. ANDREWS CINCINNATI: BURNHAM FINNEY - 
1507 Otis Bldg. 904 1st National Bank Bldg. Capper. 
PHILADELPHIA: JaMEsS M. Ross BosTon: GERARD FRAZAR 
1402 Widener Bldg. 425 Park Sq. Bldg. 
PITTSBURGH: G. F. Tegan MINNEAPOLIS: F. 8. SMITH —————— 
1002 Rs Bldg. 4216 Bryant Ave., 8. 
CLEVELAN F. L. PRENTIS8S WASHINGTON: L. W. Morrett 
1362 yt Fm o . “— ewe Bldg. 
AN NcIsco: CHARLES Downes, 320 Market St. 
ADVERTISING What Our Readers Say? 
Cumnaee } oe rane : ye G. BLoperrt W hank ful '] d 
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. 1362 Hanna opie: en 239 W. 39th St. a service we get out of HARDWARE 
ees Pack 80 BI Bldg. a a con tee: ee AcE and think all merchants should 
SUBSORIPTION PRich—United States, sts possessions, Canada, Meaioo, Central America, read tt. 
South America, Spain, and its colonies, 1 year, $3.00; 2 years $4.00. Foreign coun- (Si ned) E J KoEHSEI 
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Simply insert 
in place of old 


knobs and spindle 


i . ; 
y a 
\ NOB “L©O 


Where the Shoppers Can Pick it Up 


OB-LOC is the kind of a specialty that makes 

hands eager to pick it up. It arouses the 
curiosity of the passer-by to see two innocent knobs 
that give evidence of containing a lock. It is difficult 
to pass on without finding out how it works. 


Then when the key is turned and it is found that 
the outside knob spins free and will not turn the 
spindle, the discovery usually results in a sale. 


| For almost every consumer who sees the operation 
of the NOB-LOC immediately recalls several places 
where he could use such a handy device. 


NOB-LOC wins its way to the consumer's pocket- 
book because it fills a need like no other device on 
the market. To install it takes less 
than three minutes—and the pur- 


IT'S A KNOB AN DY chaser need not even be a handy-man. 


NIGHT LAT Loosen the set screw on the old 
CH knobs and remove — insert the NOB- 


ALL IN ONE LOC spindle, screw on the other 
for knob, tighten the set screw—and a 
ENTRANCE DOORS door with an ordinary latch becomes 
GARAGE DOORS a door with amazing security. No 
APARTMENT DOORS cutting. No drilling. No marring. 


WARDROBE DOORS NOB-LOC sells rapidly at its retail 
SCREEN DOORS price of $2.50 complete. It contains 


BEDROOM DOORS a cylinder lock and fits any door. 
OFFICE DOORS It is finished in dull brass and is 


and sold with two keys. 


OUT BUILDINGS OF Order through your regular 
EVERY NATURE source of supply 












































NO MARRING 





McKinney Manufacturing Company, 
Pittsburgh, Pennsylvania 


McKINNEY MANUFACTURING COMPANY Please send me complete information about 


Pittsburgh, Pennsylvania — 


GRASS RES SAS a a 


Offices: AGT OE Cae. a ae 
BOSTON, NEW YORK, BALTIMORE, CHICAGO, SAN FRANCISCO 
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NSTALLMENT selling is not so much a 

sales problem as it is a credit problem. 

In any consideration of the subject there- 

fore, it is well to get the viewpoints of credit 
men; men whose business is credit. 


The National Association of Credit Men 
held its annual convention recently in Louis- 
ville, Ky. Among the questions given serious 
consideration was that of selling on the in- 
stallment or deferred payment basis. At the 
close of the discussions the following declar- 
ation was adopted by the Association: 


“This convention is fully cognizant of the 
fact that the installment plan of selling in 
recent years has become an important factor 
in business. 


It is felt that the plan is at present more 
carefully controlled and more safely directed 
than it has been since this form of selling 
became popular; and it is urged that the 
credit fraternity do all in its power to keep 
the deferred payment system within proper 
bounds by advocating that installment con- 
tracts be governed and tested by the same 
wise rules and practices that regulate com- 
mercial credits. 


The delegates here assembled believe fur- 
ther that our credit facilities are sufficiently 
strong to support the present volume of in- 
stallment contracts without undue risk. They 
are, however, of the opinion that deferred 
payment buying should be confined as closely 
as possible to the purchase of commodities 
which aid production or add to income, or 
which will serve their purposes for periods 
of time in excess of the payment periods. 


In considering the installment plan, the 
convention recognizes the fact that the maj- 
ority of time payment contracts are made 
by persons whose ability to liquidate their 
debts depends on comparatively small in- 
comes and uninterrupted employment. It is 


The Credit Man’s Viewpoint on Installment Selling 


felt that in view of this fact, serious difficul- 
ties will be caused by installment contracts if 
unemployment should become general. 


It is recognized that the production of many 
commodities has been greatly helped by this 
plan of distribution, yet this Convention be- 
lieves that the installment system is a method 
of selling which should be watched carefully 
and controlled at all times by sound credit 
principles in order to insure its continued 
safe operation.” 


This declaration embodies sound advice 
to the retail merchants of this country. In- 
stallment selling is by its very nature, a credit 
transaction. In a broad sense it is basically 
the same as any other commercial credit 
transaction. The only difference lies in the 
fact that settlement is to be made in a series 
of partial payments, continued at regular 
intervals until the debt is paid. 


Credit, wisely handled, is a good thing. 
Our national prosperity has been largely due 
to carefully extended, wisely controlled and 
safely directed credit. At the same time, 
credit unwisely handled is dangerous. It is 
particularly dangerous when it involves the 
mortgaging of the future incomes of a great 
number of people. 


Installment selling has a proper place in 
the economic structure of merchandising, but 
it must not be allowed to run wild. Even the 
best of systems can be overdone.- 


If your business is in such shape that you 
can use installment selling to good advantage 
on “commodities which aid production, add 
to income or serve their purposes for periods 
of time in excess of the payment periods,” 
there is no reason why you should not use 
it within proper bounds. 


But—it should always be watched carefully 
and controlled at all times by sound credit 
principles. 
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All Aboard for the Camping Trip! 


ITH the arrival of warm weather camping trips and motor 
W tours to the various resorts and through the mountain and lake 

country are now in full swing. A glance at the accompanying 
photograph will convince anyone that the hardware store is the logi- 
cal place to be outfitted for the trip. Here the equipment includes 
everything from automobile accessories to toys and playthings. This 
is not a posed picture, but an actual scene taken when the party shown 
was on a trip to Florida. It would be interesting to estimate, after 
looking over this photograph, the amount of merchandise some hard- 
ware store sold to these people. If you are not already “plowing” this 
fertile field you are missing one of the richest harvests in the year. 
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The Kimball-Upson Company, Sacramento, California, use display islands in front of the store with good results 








A Development of the Old Idea of 
Sidewalk Merchandising 


N the old days, it was a common thing for hardware 

and other merchants te display their merchandise in 

front of their stores on the sidewalk. Even fifteen or 
twenty years ago it was not unusual to see hardware 
merchandise out in front of hardware stores. Some- 
times, even today, hardware stores display ash cans and 
similar articles on the sidewalk. 

This method of display is old, but it is still good at 
times. What is a window display but a sidewalk display 
behind glass? 

A few years ago it began to be regarded as “bad busi- 
ness” to put merchandise out in front of the store. Mer- 
chants were told that they should get people inside their 
stores. And so, the old-fashioned sidewalk display 
passed out of fashion in most places. In its place came 
the modern glass show case, the modern concentrated 
display behind plate glass, panel displays inside the store, 
and behind glass doors. 

It was the department stores that found it necessary to 
have more displays on the outside of their shops. The 
display windows were not large enough to allow the de- 
partment stores to show the variety of merchandise that 
had to be sold. The newspaper advertising pages were 
resorted to as a substitute, but even these were not 
enough. So what is sometimes known as display islands 
were developed. 

We can explain what is meant by display islands more 
clearly and quickly by asking you to look at the accom- 
panying illustration, than we could if we were to use 
1000 words and a page of type. 

The accompanying illustration shows the store front 
of the Kimball-Upson Co., Sacramento, Cal. It shows 
the amount of space that this firm gives to the display of 
merchandise. Its regular show windows are larger than 


those of many department stores. But it did not have 
enough room to display special articles of merchandise 
that it particularly wanted to feature, so it began using 
islands. 

The island display at the left, as you look at the pic- 
ture, is a display of fishing tackle, and fishermen’s acces- 
sories. It shows a glass tank filled with water in which 
are several small brook trout. ‘The live fish in the tank 
attracted a good deal of attention at the time the display 
was shown. Anything that moves is always a magnet 
that draws attention. Rough wooden planks were used 
to frame this particular island display, as may be seen in 
the picture. That in itself attracted attention, because it 
made this island different from its companion, which is 
not covered by rustic boards. ‘The fish were used in this 
display, and the outside of the island was covered with 
rustic boards deliberately. The window trimmer knew 
that both of these things would attract the eyes of pass- 
ersby. He wanted to do that because the company wanted 
to move a larger part of its stock of fishermen’s supplies. 

The other island shows a display of sport shoes. The 
Kimball-Upson Co. is a hardware firm that has special- 
ized in sport goods with unusual success. It put the sport 
shoes in the island display in order to give them as promi- 
nent a display as possible, because they were being offered 
as specials. 

The purpose of this story is to emphasize the impor- 
tance of putting merchandise out where people cannot 
help but see it. The old idea of putting goods out on the 
sidewalk was a good idea, it is being used today both in 
the old way and in a new and modern way as well. Turn 
this over in your mind and put your goods out where 
people will see them, even if you have to move one of 
your show cases out on the sidewalk in order to do it. 
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the Information Bureau at the Grand Central Sta- 

tion and asked about the trains to Pittsburgh. 
“Well,” said the information clerk, “you might get there 
by changing cars several times on the New York Central, 
but I suggest you go over to the Pennsylvania. ‘That line 
goes direct.”” So that night I took a taxi to the Pennsyl- 
vania Station and found there was a train at 9.30 and an- 
other at 10.30. Neither train had a lower berth. “I 
suppose,’ I remarked to the ticket agent, “that you can 
only sell upper berths by forcing people to take them. 
What is the matter with that fifty per cent Pullman sur- 
charge?” “Sure,” he replied. “We must fill those uppers. 
Have you noticed how the stock of the Pennsylvania has 
gone up recently? You can’t expect us to haul a lot of 
Pullmans with nobody but a bunch of guys snoring their 
heads off in the lowers.” _ 


* *k * 


(te intermnsicn is a wonderful thing. I went to 


“Don’t you think the Pennsylvania stock is pretty high 
for the low rate of dividend?” I mildly inquired. “I hap- 
pen to own some of this stock myself and I thought of 
selling.” ‘“‘No, sir!’ answered the ticket agent. “None 
of these railroad stocks are going down. You see, the 
big idea now is to issue a whole lot of Common Stock to 
the public, then take the cash this brings in and pay off 
their bonds and short-time notes.” “But why do they do 
that?” I inquired. ‘Well, you see,” said the ticket agent, 
“they must pay the interest on the bonds or go into re- 
ceivership. They must also pay the short-time notes, but 
if the public buy their Common Stock, the public become 
partners in the business and they do not have to pay any 
dividends unless they are earned. Didn’t you see the 
financing that was pulled off by the B. & O? That was 
sure a fine piece of work!” 

x * * 


“It is surprising to find a ticket agent so well up on 
finance. J am sure a young fellow as bright as you arc 
could get me a lower if you tried. Now, work your tele- 
phone and get one.” So he telephoned somewhere. Then 
he said, “Just wait a few minutes. There is one lower 
left and if it is not called for in five minutes, you can 
have it.” I slipped him a cigar under the metal grill and 
remarked, “It is certainly remarkable the efficiency the 
railroads have all developed over the country.” “Noth- 
ing surprising about the Pennsylvania,” he added. “All 
of us here are college men. Nobody but a college man 
today can get a job on the Pennsy.” “How did you get 
in?” IT asked. ‘Well, you see, I am older than I look. I 
got my job before the rules and regulations specified 
college men only.” 

* * * 

Then he worked the telephone again and passed me a 
railroad ticket and a lower. A pleasant grin and a little 
friendly conversation will accomplish wonders in this 
world. I guess, after all, I won’t sell my Pennsy stock! 

* “ * 


The next morning, after breakfast on the train, I found 
myself standing at the marble desk of the William Penn 
Hotel in Pittsburgh. I looked for the register and the 
pen sticking in a lemon or a glass cup full of shot. It 
was not there. The hotel clerk, whose hair shone with 
Glostora and who looked as fresh as the proverbial daisy, 
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The Lost Page of My Pittsburgh Address 


By Saunders Norvell 


handed me a card for my signature—a hotel without a 
register. Something European about this. Then he 
passed the card through a little window to a young lady 
operating a machine. In a second or two, when she had 
finished, he handed me a small slip of paper, one side 
being carbon. On this paper was my name, my address, 
the time to a minute, the rate per day for the room and a 
printed notice to the effect that all mail, telegrams and 
telephone calls would be held in my box in the office un- 
less otherwise specified. Say, boy, some system! 
* * * 


I was ushered up to a very attractive corner room, with 
the usual riveting machine at work across the street. No 
one could sleep in a hotel today without that riveting 
machine! I had barely opened my grip when the tele- 
phone rang. “This is the monitor of the hotel. Is 
everything satisfactory? Do you need anything?” 
“O. K.,” I replied. Here was something else new—a 
hotel monitor! I had a great mind to try him out on 
several special and personal requests (certain special 
brands, etc.) just to see what they would do about it! 

* * * 


Then I slumped down into a nice, large, low easy chair 
and started to read a Pittsburgh newspaper. Whenever 
I arrive in a new town, I always get several of their 
papers and glance them over. You can tell a lot about 
any city by the character of their morning papers. These 
papers had put Lindbergh in small type at the bottom of 
their first page. The headlines were devoted to a golf 
tournament. Cooper and Armour were playing for the 
professional open championship, or the open professional 
championship, I don’t know which! How I did want to 
go out and join the gallery following them around—but 


no such luck! 
* * * 


The telephone rang again. It was Frank A. Hegner, 
president of the Pittsburgh Retail Hardware Dealers’ As- 
sociation. “Come right up.” Mr. Hegner and I had a 
good, long, cheerful talk about the conditions of the 
hardware business in Pittsburgh. He gave me a lot of 
information. He said the jobbers and the retailers in the 
Pittsburgh district were on a very friendly basis and 
were working right together. He had nothing but good 
things to say of the jobbers. 

* * * 

We talked until lunch time, when my old friend, A. J. 
sihler, president of the James C. Lindsay Hardware 
Company, dropped in. We went to a private dining room 
where all the leading hardware jobbers of Pittsburgh had 
gathered for luncheon together. It was interesting to 
study all of these competitors laughing and joking and 
telling each other stories. There were no formal speeches. 
Practically nothing was said about business. There are 
seven regular hardware jobbers in Pittsburgh—aplenty! 

* * ok 


In the afternoon I had talks with a number of retail 
hardware merchants, several salesmen and two or three 
manufacturers. Now, here is what I was told. Please 
understand, I am not assuming responsibility for the ac- 
curacy of this gossip. I am simply reporting statements 
that were made to me by these retailers, jobbers and 
manufacturers. Several retailers told me that competi- 
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tion in Pittsburgh was exceedingly keen. They said they 
not only had to compete with department stores who had 
hardware departments, but with chain stores, variety 
stores, five-and-ten-cent stores and house-to-house can- 
vassers selling direct from the manufacturers. Not only 
this, but they had to compete with certain jobbers selling 
direct to consumers. Of course, in the Pittsburgh dis- 
trict there are some very large purchasers of hardware, 
such as the steel mills, company stores, etc. One Pitts- 
burgh jobber, this retailer said, seemed to devote his spe- 
cial attention to this class of business. “Now, the trou- 
ble,” said this retailer, “is that the purchasing agents for 
these big corporations not only buy everything they want 
in the hardware line for their own families and for the 
officers of their corporations, but they also buy for all 
their friends. These jobbers sell them whatever they 
need at wholesale prices. The goods are billed to the 
company store and the settlements are made with the pur- 
chasing agent.” This retail merchant did not think this 
kind of competition was proper or fair. It was certainly 
impossible to meet it when the jobber sold the goods at 
exactly the same price he would ask the retail merchant. 
I had to agree with this retail merchant that this hardly 
seemed to be a square deal ! 
kK *k * 


A prominent jobber told me there were too many job- 
bers in Pittsburgh. Orders were small. Expenses of 
doing business had increased. ‘The trade were over- 
solicited by salesmen. Rents were high and landlords 
were asking still higher rentals on new leases. The trade 
was all cut up between chain stores, department stores, 
retailers and generally indiscriminate selling. Under 
these conditions, it was impossible for a jobber to make 
a satisfactory profit. In addition to this, manufacturers 
were not only soliciting the retail trade direct and the de- 
partment stores, as well as selling to the chain stores, but 
they were even taking orders from mill stores. 

k *K * 

Then, to top off the general Battle Royal in competi- 
tion, there was the retailers’ mutual jobbing house. This 
concern, so I was told, take a retailer on, when he pays 
cash for $700 worth of stock. They credit him on his 
purchases twelve and one-half per cent until the credit 
amounts to $600. When he owns $1,300 worth of stock 
and all is paid for by cash and by commission credits, he 
is given afterward a twelve and one-half per cent credit 
in the form of a dividend on his purchases. “Well,” I 
remarked, “if this mutual can meet the competition of 
other jobbers and do all this for their customers, we cer- 
tainly must take off our hats to them. They surely must 
do business at a low expense and they can hardly lay by 
any surplus to take care of the losses in a bad year.” I 
was shown a circular gotten out by them with a long list 
of prices on seasonable goods. On the front page of this 
circular, they call attention to the fact that they do busi- 
ness by mail and compare a two-cent stamp on a mail or- 
der with a five-dollar bill which it costs a salesman in 
salary and expenses to take the same order. 

* * *k 


Then a manufacturer told me the usual story when 
discussing jobbers, viz., their salesmen were traveling in 
automobiles and they traveled too fast to do any real 
missionary work. Salesmen refused to, or would not. 
carry and show samples. The jobbers’ salesmen were 
good only to take orders when the business had been es- 
tablished and they found the items on the retailers’ want- 
lists. If a manufacturer wished to do any introductory 
work, he had to put out his own missionaries to call on the 
retail trade and if he wished to hold his business with the 
retailers, he had to keep these missionaries calling on 
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them at regular intervals. The expense of selling was, 
of course, very heavy. The natural reaction to this in 
the mind of the manufacturer was that if he had to keep 
his salesmen in the field anyhow, he might as well sell 
direct—at least to the larger class of retail dealers—and 
save the extra discount given to the jobber to pay his 
missionary salesmen. 
* * x 

There was much that was told me, with dates and 
names given, that it would not be appropriate to repeat 
in this article. All told me, without exception, that busi- 
ness in the Pittsburgh district was very spotted; collec- 
tions were exceedingly bad and one jobber said he an- 
ticipated more failures of merchants in the Pittsburgh 
district this Fall than for a number of years past. If 
this report seems pessimistic, it is not my fault. This is 
exactly what was told me, but it did seem somewhat 
strange that these hardware men were so jolly and cheer- 
ful when telling me all their troubles! 

* * + 


A very intelligent retailer stated that there seemed to 
be a craze on the part of the public for low-priced goods. 
It seemed next to impossible, by talking quality, to per- 
suade people to buy good hardware at higher prices. He 
expressed the opinion that this craze for cheap goods 
had been brought about by the pressure upon the pocket- 
books of the consumers hecause of buying automobiles 
and many other items on the installment plan. These 
payments had to be met and so the consumer and his 
family were forced to economize in every other direc- 
tion. 

* * * 

He also stated that he had adopted the suggestion, so 
universally made, that in order to compete with chain 
stores, the right thing to do was to follow their method 
of displaying goods openly on counters, with price tags 
attached. “Naturally,” he said, “‘a cheaper class of goods 
sold entirely on price, was placed on these counters and 
therefore the buying of the consumer was being switched 
away from the higher class goods, formerly sold by 
hardware stores, to this cheaper class of merchandise. 
On this class of merchandise there was logically not a 
satisfactory profit. However, we feel that it is better 
to take this business on the cheaper goods instead of 
allowing it to go to the department stores and the chains.” 

* * * 


Of all the places I have ever visisted the situation in 
Pittsburgh seems to be the worst scrambled. They seem 
to have a touch of every problem that confronts the 
hardware trade in any territory. 

+ x « 


Then came the problem of my address at the banquet 
of the Pittsburgh Retail Hardware Dealers Association 
that evening. As I had been advised in advance that 
there were not only to be retailers present, but also job- 
bers, manufacturers, salesmen, retail clerks and ladies, 
I had carefully prepared a talk with a message to each 
of these classes. In the afternoon before the banquet, 
however, I was requested to tell the story of my personal 
experiences in the hardware business. I therefore made 
the serious mistake of attempting to mix up two ad- 
dresses. I am afraid the result was disastrous. <A 
speaker, in order to be logical and coherent, must stick 
to his notes. It is always dangerous in the heat of ora- 
tory to wander away from your subject! | fell into this 
pit and my apologies are due the splendid gathering of 
hardware men and women who attended the banquet. 
I never spoke to a more enthusiastic or appreciative audi- 
ence. There were about 300 present. The points 

(Continued on page 57) 
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Virginia Hold First Joint Convention 


HE first joint convention of the retail hardware association of the 
Carolinas and Virginia was held June 7, 8 and 9 at the Cavalier Hotel, 


Virginia Beach, Va. 


It proved such a successful and pleasant con- 


vention that members of both units openly and enthusiastically expressed the 
hope that the practice of a joint convention may be continued. J. N. Hart, 
Greenville, N. C., presided over the separate sessions of the Hardware 
Association of the Carolinas and Harry B. Price did the same for the 


sessions of the Virginia Retail Hardware Association. 
tives alternated as chairman of the joint sessions. 


These two execu- 
Secretary A. R. Craig, 


Charlotte, N. C., of the Carolinas and Secretary Thomas Howell, Rich- 
mond, Va., of the Virginia group worked together in planning and con- 
ducting an outstanding convention with a varied and instructive program. 





President Hart addressing the first 
session of the Carolinas section reported 
on the 1926 National Congress at Indian- 
apolis and urged all members to attend 
the coming congress at Mackinac Island. 
In making his report as president he said 
in part: 

“There are many vital questions con- 
fronting the Hardware dealer of today 
and nothing would gladden our heart more 
than to see each of you discuss freely all 
your problems. Following are only a tew 
of the questions we would bring betore 
you, viz: (a) Future in Retailing Hard- 


ware; (b) Chain Store, Drug Store and | 


Lumber Yard competition; (c) Selling 
Methods; (d) Specialty or Auxiliary Sales- 
men. Time and space will not permit 
of a full discussion of these questions, 
therefore I can only touch on them. 

“When we consider our business is of 
modern origin, and is a result of changed 
conditions, we cannot but see even greater 
changes, the lumber yard will take some 
of the cement roofing and even builders 
hardware trade. The drug store will get 
some of the razor and cutlery trade, the 
chain store will get some of the household 
trade; yet we have faith in the ability of 
our dealers to keep pace with the times. 
There is hope in the fact that there is a 
greater variety of goods being demanded 
today than ever, many of which will fit 
in our stores. 














“Selling methods should be of the highest 
order, seek to have your store recognized 
for quality merchandise, windows well dis- 
played with seasonable goods, stocks clean 
and plainly marked, quick deliveries, etc., 





Llew S. Soule 


Speaker at First Joint Session 
will go a long way to offset this price 
phase.” 

In closing Mr. Hart commented upon 
the efficiency of N. R. H. A. Secretary 
H. P. Sheets spoke of mutual insurance 


and thanked his State organization for 


the honor of electing him as president. 





—— 


J. J. Burney, Wilmington, N. C., read 
the report of the freight auditor which was 
tollowed by the report of secretary-treas- 
urer A. R. Craig who said in part: 

“For the third time in our history we 
are meeting without the confines of our 
association territory, having once before 
met in Richmond, Va., and once in Chatta- 
nooga, Tenn., but this meeting is different 
from the other two in that it is a joint 
meeting of Virginia and the Carolinas 
associations. There has always existed a 
most friendly feeling between these asso- 
ciations and from a social standpoint it 
seems fitting that we should hold this 
session jointly; but I believe each mem- 
ber can receive something of greater con- 
sequence through a contact with brothers 
of a different and more varied experience, 
to say nothing of the addresses of our 
speakers, made possible by a joint as- 
sembly. 

“The retail hardware business for the 
past several years has been going through 
a period of transition, and so steady and 
complete have been the changes that many 
are wondering as to what will be the out- 
come. Knowing this to be the thought 
uppermost in the mind of every thinking 
hardware man, the National Retail Hard- 
ware Association used at its last congress 
as the general theme, “The Future of Re- 
tailing,” and at a conference of the Sec- 
retaries in Indianapolis last September it 
was decided to make this the theme of the 
different State Associations during 1927. 

“So we come to you at this convention 
with our general subject ‘The Future of 
Retailing,’ and have invited what we be- 
lieve to be the most capable speakers in 


| this country to discuss different phases of 








this subject. A glance at your program 
will convince you that the speakers are 
the best, their subjects are wisely chosen, 
and if you listen attentively and enter into 
the discussion you cannot help but get 
much good out of this meeting. Remem- 
ber that in a meeting of this kind you get 
out of it in proportion to what you put 
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in. It is your meeting, enter into it with | one store put 22 of the display stands. 


° ° . ° j 
enthusiasm and determination to get every- 


thing possible out of the discussion, and 
then when you leave here and get back 
home remember ‘It’s not what you get 
out of a meeting; it’s what you do with 
it.’ 

“During the past year competition in 
the retail hardware field has been very 
keen, and much of it has been what we 
are pleased to call ‘outside competition,’ 
coming from other than exclusive hard- 
ware stores. For years we have talked 
about drug store and furniture store com- 
petition, but the Carolinas have _ seen 
during the past year many new stores 
opened and this section through much 
favorable advertising has proved an in- 
viting field to ‘chain’ or ‘variety’ stores. 
These stores select the most favorable lo- 
cation in your city, and with constant re- 
newing of paint and much lighting present 
a most favorable and inviting appearance 
—quite a contrast to the average hard- 
ware store, which is often dark and poorly 
lighted. Everything is sold for cash with 
no promise or guarantee of quality, yet 
a great number of these articles are the 
same as those carried upon your shelves, 
and in many instances are taking the cash 
trade and leaving you the credit business. 

“How are we going to meet this com- 
petition? First of all we need to put in 
modern store fronts and freshen them up 
with paint—make your store stand out so 
that it will invite the shopper across the 
street, then tastily arrange the show win- 
dows and keep them clean. The show win- 
dows are the eyes of the store and invite 
or repel the shopper. The cheapest form 
of advertising is through the show window. 

“Inside the store we need a _ more 
modern arrangement of stock, bringing to 
the front such merchandise as is bought 
under the impulse and of itself and by its 
arrangement suggest its usefulness and de- 
sirability to the shopper. Then mark 
everything in plain figures. 

“Make your shelving no higher than the 
average clerk can reach from the floor 
and take out the ladders. With the ex- 
ception of one glass floor show case in 


which to carry cutlery dispose of your | 


glass cases and substitute all the way 
down the center of the store open top 
display stands such as the five and ten 
cent stores are using. Many of you re- 
member Mr. Bervig’s address at the 
Raleigh convention and the display stand 
he showed there. This address has brought 
more comment and interest than perhaps 
any address ever made at one of our 
conventions. Immediately after this ad- 
dress some thirty odd requests were made 
of Mr. Bervig to go to individual stores 
and give suggestions. He got permission 
to stay one week in the Carolinas and 
visited four stores making a blue print 
drawing in detail as a working plan for 
new arrangement. During the fall Mr. 
Bervig made 70 drawings for Virginia 
hardware merchants, and I am told that 
many are rearranging their stores in ac- 
cord with his drawing. I am pleased to 
say that a number of our own members 


have put in the display stands, from one | 


to six. One member, who owns two 
stores, changed his shelving and installed 
panel display doors, and in the middle of 





As an answer as to whether or not it 
pleased him, I need only to say that after 
almost a year’s trial he has torn out his 
old shelving in the other store, replaced it 
with modern shelving and put 20 of the 
display stands on his floor. The psychology 
ot the stand is that it sells more goods 
and gets the cash. As proot that our mem- 
bers are interested in the better display of 
goods hardly a week passes that the secre- 
tary is not asked for information about 
these stands. 

“[ stated above that the stands would 





help sell more goods for cash. The credit | 
business has been the cause of the failure | 
of many hardware stores in the past, and | 


[ am thoroughly convinced that ‘volumitis’ | 


is the malady that many are afflicted with. 
\Ve are taking too many chances because 
we want volume. You had _ better sell 
$40,000 and make a fair profit than sell 
$80,000, and because of poor collections 
fail to show a profit. Some will argue that 
this cannot be done in the Carolinas; but 
the chain stores and mail order houses, 
end the ‘cash and carry’ style of grocery 
stores are doing it. 

“Thus far I have told you much about 
the store planning service, and during the 
year we have helped many members along 
this line. Another service which has 
grown much during the year is the In- 
formation Service. Almost every mail 
brings some inquiry as to where obsolete 
goods or repairs can be bought, and in 
almost every instance we given the in- 
formation by return mail. Sometimes it 
is necessary that we call on the National 
office for help, which delays our answer 
ior a few days, but as stated the informa- 
tion is most often furnished. During the 
vear we have arranged a file of inquiries, 
and now we can know just who we are 
serving. The inquiries cover a multitude 





ol 


of things. One asks where a certain 
rheumatism ring can be bought. Another 
where repairs for a gin saw filer (no 
longer made) can be got. It took us 
a month to get this information, but it was 
furnished. Recently we have had three 
inquiries from different sections of both 
Carolinas as to the financial ability and 
reliability of a certain casualty company 
offering a form of income policy to hard- 
ware merchants. These will be sufficient 
to show the varied forms of inquiries that 
come almost daily to our office.” 

Mr. Craig then reviewed the services of 
the Carolinas and National associations and 
invited all members to avail themselves 
of these services. 

At the opening meeting of the Virginia 
association, President Harry B. Price de- 
livered an inspiring message on the work 
of that association. He was followed by 
Secretary-Treasurer Thomas Howell who 
is also a director of the N. R. A. Mr. 
Howell said that an expert from the 
National office had been in Virginia for 
the past 10 weeks and that during that 
time, had visited 70 retail hardware mer- 
chants to explain latest merchandising 
methods. Mr. Howell also spoke on the 
growth of mutual insurance among Vir- 
ginia members and reviewed activities of 
the association. 

Llew S. Soule, editor, HARDWARE AGE, 
New York, was the principal speaker of 
the first joint session. 

Mr. Soule recounted in_ interesting 
fashion what his studies into the chain 
store method of distribution had shown 
him, and what the individual retailer had 
to do if he was to survive this sort of 
competition. He outlined individual factors 
which have contributed to chain store 
growth, and indicated points which hard- 
ware dealers could adopt to advantage. 

Following Mr. Soule’s talk, W. T. Pace, 
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Well-known hardware men at the Virginia-Carolinas convention at The Cavalier 
Hotel, Virginia Beach. From left to right (standing) A. R. Craig, Charlotte, N. C., 
Sec.-Treas. Carolinas Ass’n; Thomas B. Howell, Richmond, Va., Sec.-Treas. Virginia 
Retail Hardware Ass’n;: J. N. Hart, Greenville, N. C., President Carolinas Ass'n; 
Sitting (left to right) Hobart R. Beatty, President National Retail Hardware Ass'n, 
Clinton, Ill.; Rivers Peterson, Indianapolis, Ind., Editor of Hardware Retailer; 

George M. Gray, Coshocton, Ohio, Hamp Williams, Hot Springs, Ark. 
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Franklin, Va., led a discussion on the 
points presented. The session was summed 
up by M. Bonnoit, Darlington, S. C. 

Hobart R. Beatty, Clinton, IIL, president 
of the National Retail Hardware Associa- 
tion gave a brief survey of the present 
forms of competition encountered by the 
hardware retailers and dwelt on the value 
of the various services offered by the State 
and national hardware organizations in 
solving these modern problems. 

A discussion on this talk was led by 
W. L. Brinkley, Durham, N. C. 

Hamp Williams, Hot Springs, Ark., past 
president of the N. R. H. A. speaking on 
advertising and selling said in~part: 

“Our hardware trade journals are next 
in importance to our conventions, but 
neither are worth anything to us unless 
we actually adopt, take over and put into 
execution the things we learn. I never 
attend a convention or read a hardware 
trade journal, without getting some pointers 
which in some way I can use to the benefit 
of my business.” 

Mr. Williams suggested well studied 
brevity in convention talks and urged 
more general participation in discussions 
of vital problems. The speaker told some 
of his own advertising and selling ex- 
periences and concluded saying “If the 
merchandise which I handle was properly 
advertised, and all my clerks were first 
class salesmen, we would all get rich as 
we divide the profits. 

“T learned long ago that there were men 
that could do lots of things better than I 
could. So I hire them to do it and I 
leave them alone while they are at it. I 
furnish the hooks and the bait and give 
them part of the catch. Some of them are 
always complaining about being on the 
wrong side of the creek. That class of 
men has always got the hooks hung, the 
wind blows, the moon is not right or the 
worms are too small and the fish don’t bite. 
After all is said and done success is our 
heart’s desire.” 

A discussion of Mr. Williams’ talk was 
led by John F. Small, Norfolk, Va. W. F. 
Neff, Abingdon, Va., summed up _ the 
session. 

On Wednesday the first speaker on the 
program was William Bethke, educational 
director of the La Salle Extension Uni- 
versity, Chicago, who talked on the sub- 
ject, “Some Current Trends in Retailing.” 
He also touched on the economic phases 
of present-day conditions and spoke of the 
enlarged trading areas, productive capaci- 
ties, new merchandising outlets, changes in 
living habits and installment buying. In 
conclusion he stated that the retailers’ 
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greatest need in meeting these new condi- 
tions was more efficient salesmanship. In 
this connection he said, “I am not a vol- 
ume hog, but I know that selling is the 
climax of all business activity. The hard- 
ware dealer cannot expect large increases 
in volume on the old staples. In fact, by 
selling a better quality of goods the life 
of many items sold in the hardware store 
is so prolonged that consumption turn- 
over tends to decrease. 

“The hardware dealer, therefore, must 
get his increased share of new business 
in the specialty field if he is to share in 
present-day prosperity. But _ specialties 


must be sold through efficient personal 


salesmanship. The salesmanship of the 
successful hardware merchant must be 
equal to or better than the salesmanship of 
the specialty salesman who calls on the 
consumer, and with this efficiency in sales- 
manship must go proper adaptation of 
service and financial requirements. Some 
of.the lines that lend themselves peculiarly 
to intensive selling effort are radio and 
radio supplies, automobile accessories, 
sporting goods, camping equipment, wash- 
ing machines, electrical sweepers, cream 
separators and barn equipment. 

“The hardware dealer is further con- 
stantly faced with the problem of making 
his store a popular shopping center. The 
drug stores have solved that problem in 
their own way. The hardware man must 
be constantly alert to search out goods, 
displays and advertising that will attract 
crowds to his store. That may mean using 
the principle of market leaders which 
grocers have used so effectively. It re- 
quires full recognition of the selling power 
of window displays, interior displays.” 

W. Ward Hill, Amherst, Va., led the 
discussion which followed Mr. Bethke’s 
talk. 

E. G. Weir, The Beckwith Co., 
Dowagiac, Mich., spoke on “The proved 
answer to creative sales and retail profits.” 
BR. F. Tillar, Emporia, Va., led the dis- 
cussion which followed Mr. Weir’s talk. 
Col. E. W. Duvall, Cheraw, S. C., summed 
up the session. 

On Thursday Rivers Peterson, editor 
Hardware Retailer, Indianapolis, Ind., 
spoke on the importance of improved hard- 
ware stores. He compared a hardware 
store display window to the front cover 
of a mail order catalog, and suggested 
that hardware window displays should be 
changed frequently and made as attractive 
as possible. Mr. Peterson also urged the 
use of more open merchandise fixtures in 
hardware stores. He recommended the 
general merchandising methods of chain 
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stores, and demonstrated his points with 
several fixtures that have been designed 
recently by the National Hardware Asso- 
ciation. 

Guy W. Hamilton, Waynesboro, Va., 
led the discussion which followed Mr. 
Peterson’s talk and Secretary Thomas B. 
Howell summed up the session. 

At the close of the convention W. N. 
Neff told the members what he had learned 
at the convention which would apply to 
his own business. 

New officers for the Virginia Retail 
Hardware Association are Ben. R. Roberts, 
Chase City, as president; John S. Small, 
Norfolk, vice-president; Thomas  B. 
Howell, Richmond, secretary-treasurer and 
Robin A. Frayser, Richmond, as assistant 
secretary. 

The executive committee is W. N. Neff, 
Abingdon; Ruttledge Carter, Danville; 
C. W. Vaughn, Sr., Richmond; Mr. 
Parker, Bedford, and E. S. Early, Ports- 
mouth. 

The Virginia association will hold its 
1928 convention in Richmond with exhibits. 

New officers of the Hardware Associa- 
tion of the Carolinas are L. J. Watford, 
Pageland, S. C., president; J. D. Line- 
berger, Shelby, N. C., first vice-president ; 
H. E. Wilson, Chesterfield, S. C., second 
vice-president and W. L. Wyatt, Raleigh, 
N. C., third vice-president. A. R. Craig, 
Charlotte, N. C., is secretary-treasurer. 
These officers with R. K. Wilder and 
J. N. Hart form the executive committee. 

The Carolinas will hold their next con- 
vention at Charleston, S. C. 

The joint resolutions committee consist- 
ing of R. K. Wilder, John W. Justice and 
Robert Wyatt for the Carolinas and G. W. 
Hamilton, J. F. Small and B. F. Tillar for 
Virginia presented ,resolutions pledging 
members to give intensive study to changed 
retailing conditions with a view of adopt- 
ing necessary changes and two resolutions 
to be brought to the attention of manu- 
facturers. These pertained to publication 
of retail prices high enough to permit a 
living margin and also to the distribution 
of cutlery and hardware through other 
than hardware channels. 

There was plenty of entertainment for 
delegates and their ladies. The latter had 
an auto trip to Cape Henry and through 
Princess Ann with cold drinks and 
chocolates furnished during the ride, a 
sight seeing trip through Norfolk with 
time for shopping, a card party and a golf 
tournament. Carolina registrations were 
handled by M. R. Whisnant and R. A. 
Frayser handled registrations for Vir- 
ginia. 





The Clark Hardware Co. of Nashville, Tenn., put over 
a rather effective bit of publicity recently when it dis- 
played what appeared to be a large quantity of explosives. 
Dummies were used instead of the real thing, but the 
newspaper boys got on to what they took to be a good 
story, which indeed it turned out to be. 

A neighbor merchant aided and abetted the Clark idea 
by going through the farce of having Glenn Briley of 
the Clark Co. arrested on a charge of storing explosives 
There was on display in the window 
of the hardware store ten 25-lb. blasting powder cans, 
150 Ib. of “dynamite,” two electric battery exploders, 


in a public place. 


A Novel Publicity Stunt 


caps. 


several hundred feet of fuse and several cases of blasting 


When court convened Mr. Briley disclosed the fact that 
the “dynamite” was sawdust and paper. © 
in the court room a box containing several sticks of what 


He produced 


appeared to be dynamite, and when he prepared to break 


windows. 
of laughter. 


publicity. 





one of the sticks there was a general start for door and 
When the stick was broken and only sawdust 
poured upon the floor there was a tremendous explosion 


Mr. Briley states that the stunt gave them a world of 
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How $30,000 of 
Merchandised . 





O\W Howard bortz, of the Bortz Hardware Co., 
H Greensburg, Pa., merchandises 75,000 chicks in 

four months, a matter of $15,000 worth of extra 
business and another $15,000 in accessories—$30,000 in 
all—is a story of another sort—that is, different from the 
usual hardware procedure. Then, he is inclined to think 
that the $30,000 of business is not all—it may be only 50 
per cent of the total, for he sells hardware items that have 
no connection with eggs and poultry production to these 
same buyers of 75,000 chicks. Altogether he puts it in 
this way—‘*This chicken proposition is satisfactory for 
any hardware merchant located as we are,” and he looks 
1¢. 
But how he goes at it is as follows. He found out by 
careful study that a farmer can sell a six-weeks chick for 
50 cents ; he also found out that the chick at the end of the 
six weeks had cost only 20 cents. He furthermore found 
out that if the chick is kept 12 weeks, it sells for $1. If 
kept another six weeks, it. brings in $2.50. To top it all, 
by similar thorough study he learned that the local 
Greensburg market would easily absorb three times the 


“Hardware” Is 


output of poultry—meaning eggs and meat—that local 
farmers are now producing. 

Supplied with the facts, he put them out among the 
farmers in personal conversation whenever opportunity 
presented itself. The idea sold to farmers, they, in turn, 
sold it to other farmers. Before beginning his campaign 
he went to the big hatcheries in Ohio and elsewhere and 
made exhaustive study of conditions, breeds, diseases 
of young chicks, and of any and all other principles 
necessary to successful poultry production. This done, 
he was ready to get back to his store and into his car—to 
spread the gospel of an opportunity old, vet new, to most 
Westmoreland County farmers. 

He could say in answer to their inquiries, as he did, 
“Yes, sir, I have the breeds—I have the facts—I can give 
you the best procedure of the greatest poultry raisers in 
the United States.” 

They took him at his word. Then, to clinch his word, 
he cites the case of a farmer who is paying taxes, insur- 
ance, and all other farm overheads out of the net receipts 

(Continued on page 55) 
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Widmer’s Windows Paid for Themselves 


vlass store front,two major excuses are generally offered 


HERE can be no argument but that the first thing 

that a customer or prospective customer sees in 

entering a hardware store is the front of the store 
itself. As for the passerby who does not enter the store 
at all, at least not at that time, the store front is ALL that 
he sees. In other words, nearly all of the first impression, 
which is said to be the lasting one, in the minds of the 
buying public of any store 
is created solely by the ap- 
pearance of the front of 
that store. 

Perhaps if the hardware 
dealer could make a suc- 
cess of his store without 
ever having to attract new 
customers to it, he could 
blissfully cease to worry 
about impression and ap- 
pearances and depend en- 
tirely on the people who 
were lifelong friends and 
patrons. However, in 
truth, even our oldest cus- 
tomers must be attracted 
to the store in order to 
hold their trade. 

While practically every 
hardware merchant will 
readily admit the advan- 
tages to be had from a 
modern metal and plate 


lower photo is the store as 


The two photos shown on this page give a striking example of 
the improvement possible in what seemed a difficult situation. 
Note the one at top showing the remodeled store front. 
it appeared before the change. 


as to why such a front is not installed. The first excuse 
is “expense,” and the second, “‘the store is so narrow that 
no arrangement can be worked out that is satisfactory or 
attractive. 

However, John Widmer, a hardware dealer on Elston 
Avenue, Chicago, has an answer, gained through his own 
experience, to both of 
these excuses. In the first 
place, Widmer’s store 
building is exactly 19 feet 
and 8& inches wide, and 
from this must be de- 
ducted a three and a half 
foot entrance to the flats 
on the second floor, leav- 
ing the actual store front 
only 16 feet and 2 inches. 
And yet, by careful ar- 
rangement, Widmer has 
39 feet and 8 inches linear 
measure, of show win- 
dows. Compared to this 
was the old store front 
which afforded Widmer 
| only 11 feet and 8 inches 
a § of window after deducting 
his doorways. 

The undertaking of 
changing the front of his 
store was a serious one be- 
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cause it necessitated running two steel I-beams across the 
front of the basement in order to carry the added weight 
and also to reinforce the supports of the second floor. In 
the new arrangement a three and a half foot doorway 
was centered in the store room and on either side of it is 
a glass panel 18 inches wide. A rather novel feature of 
these panels is the fact that the frames extend back of the 
glass 4 inches and are fitted on the store side with glass 
doors. Adjustable glass shelves make these shallow com- 
partments an ideal place to display small items of mer- 
chandise or by completely removing the shelves, gives an 
unobstructed view into the store. 

Running from these panels, the windows come 4 feet 
straight forward, then there is an offset to either side of 
12 inches and then another straight run forward of 8 feet 
to the sidewalk line. Along the sidewalk the front pre- 
sents an 814 foot entrance to the “arcade,” flanked on 
each side by a 46-inch window. It was only after careful 
consideration that Mr. Widmer decided on this particular 
plan of window—the idea was abandoned of having the 
windows run back diagonally to the door (the rather com- 
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mon V-type of front) because of the reflections caught 
from the street and reflected again in the opposite win- 
dow. _While the new window took some space from the 
front of the store, it was actually less than 8 feet, the old 
window being slightly over 4 feet deep. 

Where the stairway at one side runs to the second story 
the entrance was set back from the sidewalk line 3 feet 
and the window glazed in that space thus giving extra 
display room as well as a clearer view of the store en- 
trance to any passerby coming from that direction. 

Naturally the amount of expense of this complete re- 
arrangement is interesting. Including everything, re- 
inforcing the front, the windows, the tile base, the tile 
entrance floor and arched ceiling was approximately 
$1500. But Mr. Widmer states that this cannot be called 
an “expense” but rather an “investment” for by carefully 
watching the sales of the various merchandise displayed 
in the new windows during the time since they were in- 
stalled, he is convinced that in about one year’s time the 
entire cost of the change will be absorbed by the profits 
of his increased sales. 





Too Much Emphasis on Price When Buying Hardware 


Recently a salesman for Sargent & Co., New Haven, 
Conn., wrote to his house commenting on the lack of 
care sometimes shown in the selection of hardware. He 
mentioned an apartment house, with showy entrance 
hall, expensive velour hangings and other elaborate ap- 
pointments, yet found that the hardware for the entire 
house cost only $2,500. George A. Wiepert of Sargent 
& Co. has written a letter to his sales force on this sub- 
ject. Mr. Wiepert’s letter is of such general interest 
we are publishing it herewith. He writes: 

“We have been impressed by the emphasis that has 
been placed on ‘price’ when hardware for homes, and 
even large buildings, is being considered. In many in- 
stances the distributor who sells to the consumer is re- 
sponsible and ‘price’ is emphasized where quality and 
suitability should be the chief consideration. 

“Steel is very often used for trim, where brass or 
bronze should be used and not infrequently it happens 
that the ultimate consumer, i. e., the buyer of a new 
house, assumes that brass or bronze hardware has been 
used because the trim resembles it. If he knew steel 
had been used he would very likely refuse to consummate 
the deal. It is just as desirable to have the inside trim 
made of enduring materials, like brass or bronze, as it 
is to have the gutters and leaders made of copper, the 
screen wire of bronze, or the water pipes of brass. 

“Recently we received a letter from the buyer of a 
new house near the seashore, who commuted on our ad- 
vertising ‘time resisting’ hardware and who complained 
that our hardware on the house he had recently bought 
was badly rusted. Of course, he had plated steel trim. 

“The merchant who urges the sale of plated steel trim, 
where brass or bronze should be used, because the former 
is lower in price, and who does not point out the differ- 
ence in the wearing qualities is not only unfair to his 
customer but may be actually doing him an injury. He 
is also establishing his own reputation for selling unsuit- 
able goods that cannot be depended on. 

“Each of us probably know salesmen, or merchants, 
who have built up a strong following of customers who 
have learned from experience that they will be treated 
fairly and will be served with just what they need. They 
know that the seller would not let them use anything he 
considered unsitable for their purpose, until he had 
pointed out what he believed to be the objection. 





‘Such a salesman can give ‘price’ proper consideration. 
He can get and is usually expected to get a fair profit 
for his service. In the competition for the lowest price 
it often happens no one makes any money but one or 
more might lose some and the transaction is, therefore, 
unsatisfactory to all concerned. 

“The responsibility of a manufacturer or a merchant 
does not end when the sale is made. It carries through 
until the customer has found that he is satisfied. 

“In a letter received recently from one of our men, 
who has been making a survey of the harware trade in 
one of our largest cities, we find the following, which 
emphasizes the desirability of selling quality goods: 

“*The business this firm does is of a very varied nature. 
At one time they specialized in the cheapest kind of 
work, and you will, no doubt, remember a note in the 
trade journals that they had done over a million dollars’ 
worth of builders’ hardware business in one year. That 
was true, but the amount of profit they made on the 
million was nil, because this amount of business had 
been done in the highly competitive field on the cheapest 
kind of goods. They are gradually leaving this field, 
and are now after the better grade work. In mentioning 
to us some of the work they had done we could readily 
visualize how they were leaving this cheap work behind. 
This makes us feel that a connection with them would 
give us an outlet for better grade goods.’ 

“In this connection we were interested recently in 
reading a letter from the secretary of a savings and loan 
company, indicating an awakening interest in the mate- 
rials used in the construction of homes. It reads as 
follows: 

“Tn order that we may be more thoroughly informed 
as to the relative values of the different types of mate- 
rials which are being used in home construction, may we 
ask you to forward to us your booklet of designs, or any 
other literature which you may have for distribution 
relative to your products? We find that the present time 
is behind the average and we feel that our committee 
could profitably spend part of the time in studying the 
materials which are foremost in home construction.’ 

“We should all place greater emphasis on the enduring 
qualities of good rust-proof hardware, made of brass or 
bronze, and each salesman should engage in a campaign 
of education with his customers.” 
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Frank A. Hegner, Elected President Pittsburgh 
Retail Hardware Dealers Association 
for Third Term 


Saunders Norvell, Contributing Editor of Hardware Age, Was Guest 
Speaker of the Evening 


Frank A. Hegner, Hegner Hardware 
Co., Sewickley, Pa., is doing such a fine job 
as president of the Pittsburgh Retail 
Hardware Dealers Association that the 
membership simply will not let him quit, 
and while Saunders Norvell, contributing 
editor of HARDWARE AGE, was recounting 
at the June monthly meeting of the associa- 
tion on Friday evening, June 17, his many 
and varied experiences in the hardware 
business to the largest assemblage of hard- 
ware men Pittsburgh has ever seen, the 
members were marking their ballots for a 
third term for a president who has put 
more “kick’”’ into the association than any 
of his predecessors. It broke a precedent 
in electing Mr. Hegner for a third term, 
but the members are appreciative of the 
conscientious and constantly earnest efforts 
put forth by him to make the association 
mean something and smashing precedents 
was a simple way to recognize those ef- 
forts and as a token of further apprecia- 
tion, George B. Sprowls, the Claysville, 
Pa., hardware man, also noted in other 
helds of endeavor, presented him with a 
folding umbrella to go along with the trav- 
eling bag that was given him a year ago at 
the conclusion of his third term. 

It was a big night tor Mr. Hegner, it 
was a big night for the guest, Saunders 
Norvell, and it was a big night for the as- 
sociation, which never before succeeded in 
getting out so many hardware men and 
their wives and sweethearts. Mr. Norvell 
talked about everything that had anything 
to do with the hardware business and re- 
flected an intimate acquaintance with the 
Pittsburgh hardware trade. He interested, 





he amused and he charmed everyone pres- 
ent and still had an attentive audience when 
train time made it necessary for him to 


Frank A. Hegner 


take leave. It was a fitting tribute to him 
that as prizes for the holders of the lucky 
numbers copies of his book, “Forty Years 
of Hardware,” were distributed. 

Other officers elected were: J. E. McCul- 
lough, first vice-president ; W. S. Lawrence, 
second vice-president; James M. Scott, 
third vice-president; L. S. Kelso, fourth 
vice-president ; Theodore Backoefer, treas- 
urer, and Charles W. Scarborough, secre- 
tary. Mr. Scarborough has filled the office 
of secretary so long that all record of 
when he began has been lost. 





Adolph C. Goeth Dies— 
Prominent Texas Dealer 


Adolph C. Goeth, president of the Wal- 
ter Tips Hardware Co., jobbers of hard- 
ware and machinery in Austin, Texas, died 
in that city recently, after a long illness. 
Mr. Goeth was also president of the board 
of regents of the Texas State Teachers’ 
College, vice-president of the Tips Engine 
Works and a director of the Austin Na- 
tional Bank in Austin, Texas. 

Prior to Mr. Goeth’s illness he was very 
active in business and civic affairs in Aus- 
tin as well as in trade circles in his state. 


W. R. McComb Visits Toledo 
Paint, Oil & Varnish Club 


William R. McComb, business manager 
of the Save the Surface Campaign, was 
the principal speaker and guest at the regu- 
lar noonday luncheon of the Toledo Paint, 
Oil and Varnish Club, held on June 20 
in Toledo, Ohio. 

He outlined the increased number of 
activities now being conducted by the cam- 





paign and asked for whole-hearted co- 
operation. 

The Toledo Club then made several con- 
structive recommendations which Mr. Mc- 
Comb will present to the Executive Com- 
mittee at their meeting in Chicago. After 
this meeting he will visit other paint clubs 
en route to the Western Zone Convention 
of the National Paint, Oil and Varnish 
Association. 


Blue Grass Hardware Co. Sells 
Stores to Harrison-Hancock 


A sale of hardware stores in three dif- 
ferent Virginia localities has recently been 
completed. Blue Grass Hardware Co., 
Inc., of Pulaski, Va., operating branches 
at Wytheville and Rural Retreat, Va., has 
been succeeded by the Harrison-Hancock 
Hardware Co., Inc., in those places. 

The Hancock Hardware Co., Inc., of 
Pulaski, Va., moved their stock into the 
Blue Grass Building in that place, which 
is now the head office for the new or- 
ganization. A. V. Hancock is general 
manager and W. H. Seagle, secretary- 
treasurer. 
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Texas Dealers Convene at 
San Antonio 


Business problems confronting hardware 
and implement men in the 13 counties 
around San Antonio, Texas, were dis- 
cussed at the recent two day convention of 
the Ninth District of the Texas Hardware 
& Implement Dealers’ Association. The 
convention was held in the Gunter Hotel, 
San Antonio, Texas, on June 15 and 16. 

About 125 dealers assembled in the ball- 
room of the hotel on Wednesday morning 
for the opening session. President W. P. 
Coleman presided. The invocation was de- 
livered by Rev. Paul B. Kern of the 
Travis Park M. E. Church and the con- 
vention was welcomed to San Antonio by 
Sidney Kring of the local Chamber of 
Commerce. 

An outline of the state association’s work 
was given by A. C. Toudouze, followed by 
a talk on advertising by William Brock- 
hausen. The introduction of the delegates 
to the San Antonio Hardware and Imple- 
ment Dealers’ Club by Harold Waller, ter- 
minated the morning session. 

J. W. Watts of the Peden Iron and Steel 
Co. was toastmaster at the noonday lunch- 
eon. The meeting reopened at 2 p. m. and 
committees were appointed for drafting of 
resolutions and for nominations. Talks on 
“Cooperation” and on “Store Arrangement” 
were given during the session. In the eve- 
ning a banquet was served, with former 
State Senator Harry Hertzberg as toast- 
master. This affair was purely a social 
affair, business being forgotten for the 
evening. 

The convention reconvened on Thursday 
morning. Dr. A. F. Sheldon, founder of 
the Sheldon Business School, spoke in a 
very interesting way upon the topic of 
“Hyman Engineering.” Credit methods 
were discussed by W. M. Aikman, and for- 
mer State Senator Harry Hertzberg told 
of the relationship between “Business Men 
and the Law Makers.” 

Thursday afternoon brought the conven- 
tion to its final session. A feature of this 
meeting was .a question box and round 
table discussion of problems affecting the 
retailer, conducted by W. C. Gilmore of 
Sonora, Texas. Following this was a busi- 
ness session for the reading of the secre- 
tary’s report and the report of the various 
committees. Next came the election of offi- 
cers, which was conducted by acclamation 
and without opposition. 

Hal Waller of San Antonio was elected 
Chairman of the Association, F. Z. Pfeuf- 
fer of New Braunfels, Texas, was named 
Vice-Chairman, and M. F. Van Hoogen- 
heize, Secretary-Treasurer. 

The convention ended with the announce- 
ment that San Antonio had again been 
chosen as the site for the 1928 convention. 


New Company Organizes to 
Make Hardware Specialties 


The Reliable Mig. Co., 38 Canal Street, 
New Haven, Conn., has been organized to 
manufacture tools, dies, light machinery 
and hardware specialties. The company 
owns its own plant, but is contemplating 
enlargement. 
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Fred J. Stebbins Warns 
Trade of Impostors 


Word has been received from Fred J. 
Stebbins, of the Stebbins Hardware Co., 
15 West Van Buren Street, Chicago, II1., 
that an impostor, representing himself as 
Robert Stebbins, of the Stebbins Hard- 
ware Co. of Chicago, called on John 
Chatillon & Sons, New York City manu- 
facturers, and endeavored to borrow 
money. 

We quote from a letter written by E. C. 
Smith, sales manager of John Chatillon 
& Sons, to their Chicago representative: 

“On Monday, June 6, a party repre- 
senting himself as Robert Stebbins of the 
Stebbins Hardware Co., Chicago, called 
on us. 

“This man was about 35 years of age 
and was well dressed. As soon as he came 
in the office I noticed that he seemed very 
much unstrung. He told me he had driven 
east in a car with his mother and sisters. 
When this party came in he asked for 
you, as he stated that you told him you 
were coming east before long. 

“It seems that after spending a few days 
in Springfield, Mass., he started to drive 
to New York. Claims he was driving a 
Nash car—held up by robbers—they took 
car, watch, valuables, and all identifying 
material. I gave him $2 to be on the safe 
side. 

“T do not believe that this party was 
from the Stebbins Co. or that his name 
was Robert Stebbins. Would like to have 
you call on the Stebbins Hardware Co. 
and find out just what the situation is. 
Perhaps this concern would like to know 
about this, as he may be working this 
game on all the manufacturers they buy 
from.” : 

Below is a quote from Fred J. Stebbins’ 
letter to the Editor: 

“From information that has reached us 
from several sources, it is evident that one 
or more persons are representing them- 
selves as connected with this concern, and 
have been making a practice of victim- 
izing hardware and cutlery manufacturers 
in the New York and New England dis- 
tricts. 

“As far as we know, there is no such 
person as Robert Stebbins in existence— 
and certainly no party connected with this 
organization has ever requested checks 
cashed or advances of money from any 
of our sources of supply.” 





Julius Schuengel Dies 


Julius Schuengel, general superintendent 
of Geuder, Paeschke & Frey Co., Mil- 
waukee, Wis., passed away on June 22, 
1927. Mr. Schuengel entered the employ 
of the company as an office boy when 16 
years of age. He advanced himself up the 
scale until he was made assistant purchas- 
ing agent. A few years later he was made 
assistant superintendent and finally general 
superintendent. 

He was 46 years of age at the time of 
his death. A very fine and forceful per- 
sonality made him many friends in the 
trade. Funeral services were held under 
the auspices of LaFayette Lodge, F. & 
A. M., No. 265. 
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New England Iron and Hardware Association 
Reelects Officers and Directors 


At the annual meeting of the New Eng- 
land Iron and Hardware Association, held 
Tuesday evening, June 21, at the New 
Parker House, Boston, the retiring officers 
and directors were reelected. William A. 
Hopkins, Decatur & Hopkins Co., Boston, 
is president; Franklin E. Bragg, N. H. 
3ragg & Sons, Bangor, Me., vice-presi- 
dent, and George J. Mulhall, treasurer. 
Mr. Mulhall is also secretary of the or- 
ganization. 

The board of directors, in addition to the 
president and_ vice-president, includes: 
C. D. Alexander, Emery Waterhouse Co., 
Portland, Me.; G. M. Congdon, Congdon 
& Carpenter Co., Providence, R. I.; M. B. 
Damon, Fitchburg Hardware Co., Fitch- 
burg, Mass.; C. C. Dodge, George F. 
Blake, Jr., & Co., Worcester, Mass ; Charles 
A. Adams, J. B. Varick Co., Manchester, 
N. H.; R. H. Sanderson and C. W. Hen- 
derson, Jr., E. P. Sanderson & Co., and 
George M. Gray, Peter Gray & Sons, 
Cambridge, Mass.; R. M. Boutwell, Stand- 
ard Horse Shoe Co.; F. Marsena Butts, 
Butts & Ordway Co.; QO. W. Wales, Brown 
& Wales Co., and Frank F. Chase, Chase, 
Parker & Co., Boston. 

Reports submitted by the various com- 
mittees and officers for ratification dis- 
closed the association to be in a sound 





financial condition and gaining in member- 
ship. Members spoke optimistically of the 
general New England business outlook, 
but it was the opinion of most of those 
present that a protracted spell of warm 
weather will materially help the sale ot 
all classes of hardware, iron, and steel. 

A memorial in the form of resolutions 
to the late James H. Jones, Decatur & 
Hopkins Co., was presented and adopted. 
President Hopkins presided at the meet- 
ing, which was well attended. 

The Greenfield Tap & Die Corpora- 
tion, Greenfield, Mass., gages, tools, ream- 
ers and drills, in a recent letter to the 
Boston News Bureau, said: 

“The volume of our business for the 
first five months of this year was prac- 
tically the same as for the corresponding 
period of last year, and we see no reason 
at present to change our opinion that the 
volume for 1927 will equal 1926. Prices 
are stable, and we believe they will remain 
so for the balance of the year. 

“We have approximately the same num- 
ber of employees as a year ago, and have 
been running full time for many months. 
Our finished stock of goods on hand is 
normal, and we believe that is true of our 
jobbers and supply house distributors.” 


Tom Richards Will Form His Own 
Sales Company 


“Tom” E. Richards has resigned from 
the John M. Hart Co., Chicago, Ill, with 
the full approval, regrets, and sincere good 
wishes of the executives of that concern. 





“Tom” E. Richards 


For the past year Mr. Richards has been 
assistant sales manager and export sales 
manager of the company in connection with 
the distribution of Hanover Wire Cloth. 
His headquarters were at 30 Church Street, 
New York City. 

For sixteen years Mr. Richards has 
been identified with the wire cloth indus- 
try, and now plans to form his own sales 
company, which will be incorporated as 





the T. E. Richards Co., with headquarters 
in New York. He is recognized as an au- 
thority on wire cloth distribution and mer- 
chandising, and modestly attributes his 
success and knowledge in this field to his 
nine years’ experience with C. K. Ander- 
son, former president of the American 
Wire Fabrics Co., with which company 
Mr. Richards served as New York branch 
manager from 1917 to 1922. Previous to 
that he was connected with the New Jer- 
sey Wire Cloth Co. for six years. 

Mr. Richards’ resignation takes effect 
July 31. For the present, correspondence 
may be addressed to him at his residence, 
635 Fairfield Circle, Westfield, N. J. 





Silver Lake Co. Organizes 
Subsidiary Plant in Georgia 


The Silver Lake Co. which has been 
manufacturing braided cords in its plant 
at Newtonville, Mass., since 1858 has or- 
ganized a subsidiary plant at Chatta- 
hoochee, Ga. 

This new plant will occupy about 65,000 
sq. ft. of floor space and will produce 
such grades of braided cords as can be 
manufactured most economically in that 
section. The preparatory processes are to 
be manufactured by the Whittier Mills 
Co., which is under the same management. 

All sales will continue to be made, as in 
the past, from the general offices of the 
Silver Lake Co., Newtonville, Mass. 
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-Manhattan-Bronx Association Celebrates 
Old-Timers’ Night June 22 


Old-Timers’ Night 
sociation of the Manhattan and Bronx 
Boroughs, Inc., on Tuesday, June 21. As 
usual the members assembled at New York 
Turn Hall, Lexington Avenue and East 
Eighty-fifth Street, New York City. 
President Ed Ferguson turned the meeting 
over to Joe Gleeson, the first vice-presi- 
dent, who told how the organization was 
formed in the store of Charles Eberhard 
16 years ago. 

James Instone, second president, now 
with the hardware and housewares depart- 
ment of Hearns, New York, made kindred 
remarks and compared present merchan- 
dising practices with customs of 15 years 
ago, commented briefly on department store 
methods and answered a few questions 
put by President Ferguson. 

Matt Kohlmeier, son of tthe late John 
Kohlmeier, founder and first president of 
the association read the first anual report 
as prepared and read by his father 15 
years previous. The report commented 
on many trade evils not unlike those faced 
by the members today. 

Treasurer Jean Blair, on behalf of the 
association presented G. Duncan MacLeod 
with a_ sterling silver engraved cigar 
lighter, so that Mac could save matches 
and realize on the recent drop on gaso- 
line. The gift was a token of apprecia- 
tion for earnest work of Mr. MacLeod, 
who as chairman of the entertainment 
committee has conducted many successful 
affairs for the association. Mr. MacLeod 
is a tour conductor for the Cunard Line’s 


—— a 


Nutmeggers’ and Dealers’ Outing 
July 13 at Double Beach 


The Nutmeggers and the Connecticut 
Hardware Association will hold their first 
joint outing at Double Beach, Branford, 
Conn., Wednesday afternoon, July 13. 
Transportation from the Hotel Garde, 
New Haven, Conn., will be provided for 
all those meeting at that point at 2 p. m.,, 
daylight saving time. The*party will be an 
outing, field day and old-fashioned picnic all 
in one. There will be field and water 
sports, a ball game between the salesmen 
and dealers and one of those famous talks 
by Al Cornell of Brooklyn, former presi- 
dent of the Metropolitan Hardware Asso- 
ciation. 

Tickets are $3.50 each, which includes a 
bang-up shore dinner. Those desiring 
tickets should communicate with E. S. Sul- 


was celebrated by! Scotland trip and _ will 
the Hardware and Supply Dealer’s As- | 





leave for that 
country on July 16. 

Vice-president Joe Ringler commented 
on the new fixtures installed recently. He 
said they permitted the display of 2% 
times the former display stock. 

Mr. Blair told of his experiences with 
open display tables and said his first 
practice was to half fill the tables with 
dead items and that such a plan is not as 
successful as 90 per cent live items and 
10 per cent dead numbers. 

Arthur Shimmel, treasurer, Metropolitan 
Hardware Association, explained the 
virtues of the old fixtures used success- 
fully in his store and Harry Douglass told 
of his new store in Mt. Vernon, N. Y. 

Chief Booster Charles Pincus, Stanley 
Works, paid a friendly tribute to the 
memory of the late John Kohlmeier and 
Roy C. Schmidt same company and sec- 
retary of the Hardware Booster told of 
his experiences for seven years calling on 


the members of the association. Roy 
proved himself quite an orator. 
Appropriate remarks were made by 


Charles J. Heale, HARDWARE AGE, and 
Junior Chief Booster Fred B. Hinchman, 
John Russell Cutlery Co. 

H. C. P. Nirge, first secretary of the 
association and now a professional asso- 
ciation worker in another field spoke of 
the old days, and said that a retail asso- 
ciation was somewhat like a board of di- 
rectors in the industry. 

The remainder of the meeting was given 
over to routine work after which the 
crowd did some community singing. 








livan, secretary, The Nutmeggers, P. O. 


Box 91, New Britain, Conn. 





Texas Hardware Firm Plans 
Storage and Distributing Plant 
The Norvell-Wilder Hardware Co., Park 


and Bowie Streets, Beaumont, Texas, has 
awarded a general contract to Hernan- 
Weber, Perstein Building, for a two-story 
storage and distributing plant, 155 x 220 ft., 
to cost $80,000, with equipment. 





Westchester County Dealers 
Indorse Hardware Council 


At the regular meeting of the West- 
chester County Hardware Dealers Asso- 
ciation held at the White Swan Inn, White 
Plains, N. Y., on June 16, it was voted 
unanimously that the recommendations of 
the Hardware Council be indorsed and 
adopted by the membership. 

James Riley and W. L. Vetter were 
appointed on the dinner committee to make 
full arrangements for the annual shore 
dinner to be held in August. The appli- 
cations for two new members were received 
and will be voted upon at a later date. 


Standard Abrasive Co. Plans 
Removal to Garfield, N. J. 


The Standard Abrasive Co., 449 Pacific 
Avenue, Jersey City, N. J., manufacturer 
of sandpaper and other abrasives, has ac- 
quired a 5-acre tract at Saddle River, near 
Garfield, N. J., with existing factory, and 
will remove its plant to that location, pro- 
viding additional equipment for increased 
output. The company has taken an option 
also on adjoining property and contem- 
plates the construction of an addition later. 
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Q. Q. M. Club of Philadelphia 
Enjoys Annual Outing 


The Q. Q. M. Club of Supplee-Biddle 
Hardware Co., Philadelphia, Pa., went to 
the Knights of Columbus Country Club at 
Edington, Pa., for their annual outing on 
Saturday, June 18. 

A full program of events was scheduled 
including athletic contests, tug of war, in- 
door baseball game and a banquet. 

J. R.- Fillebrown, president of the club 
was toastmaster and presented prizes to 
the winners of the athletic contests. 
William B. Munroe, president of the 
Supplee-Biddle Co. introduced six mem- 
bers of the Half Century Club, having a 
combined service with the company of 439 
years. 

James M. Rose, secretary of the Phila- 
delphia Hardware Association, spoke to 
those who had been attending night school, 
praising them for their industry and ac- 
complishment. 

Llew S. Soule, editor of HARDWARE 
AGE spoke briefly to the members of the 
club. In part he said, “The benefits of a 
club of this kind, of men getting together 
on a friendly basis are very great. It is 
quite as essential for a man to play well as 
to work well. The real goal for any man 
to shoot at is the point where the work 
becomes play to him.” 

The officers which were elected for the 
ensuing year are, Frederick Karutz, presi- 
dent: William Price, vice-president; 
Harold J. Craig, secretary and F. Row- 
land, treasurer. 





Follansbee Bros. Open Branch 
in Cincinnati, Ohio 


Follansbee Brothers Co., Pittsburgh, has 
opened a new branch sales office and ware- 
house in Cincinnati and will carry a full 
line of full-finished sheets and of sheet 
metal workers’ supplies. E. G. Campbell, 
formerly in charge of the Louisville ware- 
house and sales office of the company, 
has been made manager of the Cincinnati 
branch and has been succeeded at Louis- 
ville by C. J. Terstegge. 





F. S. Earnshaw to Join 
United States Stamping Co. 


On July 1, 1927, F. S. Earnshaw will 
terminate his connection and interests with 
the Jean Caro Products Co., Freeport, IIl., 
manufacturer of household brushes and 
toys, and will be associated in the capacity 
of general sales manager for the United 
States Stamping Co., of Moundsville, 
W. Va. 

Four years ago Mr. Earnshaw organized 
the Jean Caro Products Co. as a _ sub- 
sidiary of the North Ridge Brush Co., of 
Freeport, Ill. Prior to that time he was 
sales manager for the Illinois Pure Alumi- 
num Co., Lemont, III. 

Mr. Earnshaw will be located at the 
Moundsville plant of the United States 
Stamping Co., who are one of the old- 
est manufacturers of enamel ware in the 
country. The company has offices in New 
York and Chicago, where he hopes to see 
his house-furnishing friends occasionally. 
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Some Interesting Observations Made Before 
the New York State Bankers’ Association 


(Washington Bureau of HARDWARE AGE) 


WASHINGTON, June 28.—Table d’hote government was the expressive 
phrase used by Nathan B. Williams, associate counsel of the National As- 
sociation of Manufacturers, in an address made here recently before the New 


York State Bankers’ Association. 


The milk in the cocoanut of Mr. Wil- 


liams’ interesting remarks was found in his suggestion that it 1s not neces- 
sary, or even desirable, to consume the entire bill of fare, in the way of local 


governmental extravagance. 


More than that, Mr. Williams warned against 


the habit of tax gormandizing in which he found the country rushing full- 
tide. He declared that it is already certain that some communities have 
so increased their tax burdens that they will find it impossible, presently, to 
meet their interest and operating charges, let alone retire their huge debt, 
“which in their exuberance has been incurred.”’ He estimated that by 1930 
it appears certain that the bill for State and local taxes will exceed $6,000,- 
000,000 a year. Adding to this $3,000,000,000 or $4,000,000,000 of federal 
expenditures, Mr. Williams pointed out, “and our entire gains in new 
wealth will be absorbed, and we shall find nothing left to keep our economic 
machine in repair, let alone renew or extend it.” 





Economists generally agree, Mr. Williams 
said, that perhaps 80 per cent of all the 
wealth produced is consumed in the proc- 
*ss of its production and maintenance. 
This, it was explained, leaves a bare 20 
per cent, out of which must be paid the 
costs of government, quite generally non- 
productive. And after this charge is paid, 
it was stated, there is left a modest sum 
to meet the requirements of increased 
plant and facilities, from which future 
wealth is to be created and future growth 
of population and future consumptive de- 
sires and needs must be met. Mr. Williams 
declared that when it is remembered that 
36 per cent, or more than one-third, of 
the combined net income of corporations 
is paid in taxes to the state, local, and 
Federal governments, a partial realization 
of the cost of government begins to be- 
come apparent to the citizen. 

“Apply this percentage to the commonly 
accepted eight-hour working day, and it 
will be observed that you work for state, 
local, and Federal governments from 9 
to 12 o'clock daily, and that the entire 
net income of corporations for whom either 
you or your money works for those three 
hours is consumed in the form of taxes. 
This is a tremendous toll and is due large- 
ly to table d’hote government, with its 
frills and fancies.” 

Mr. Williams produced many figures 
showing the remarkable rise in costs of 
local, state, and Federal governments, to- 
gether with alarming increases in debts of 
some communities and states. 

“We have innumerable associations of 
these varied interests (industrial, com- 
mercial, financial, agricultural, and civic),” 
said Mr. Williams. “They must concen- 
trate, coordinate, and unify their activities 
in towns, cities, counties, states, and na- 
tion, and seriously direct their attention 
to this problem of table d’hote government 
and its rising costs, else the citizen will 
soon find himself so burdened and bogged 
that his escape to firm, high ground, safe 
from the rising flood of governmental 
costs, will be well-nigh impossible.” 





Although employee representation was 
virtually unknown before the World War, 
in 1926 there were 1,369,078 workers in 
the United States under employee repre- 
sentation, operating more than 900 works 
councils in about 432 separate companies, 
according to a report on “Employee Rep- 
resentation on Works Councils,” issued by 
the Department of Manufacture, Chamber 
of Commerce of the United States. The 
report was prepared by E. W. McCullough, 
manager of the Department. He also has 
just issued a pamphlet, “Payment of 
Wages by Check.” The advantages of this 
form of payment are pointed out, with 
minor exceptions. It was found that the 
chief consideration is not the safety of 
payrolls from robberies, but the safety of 
employees handling the payrolls. 





It would be interesting and important 
to know what effect the trend toward 
apartment house living has had on sales 
of supplies for the home which are tur. 
nished by the hardware store—especially 
such items as lawn mowers, hose, garden 
tools, etc. The rapid increase in apart- 
ment house living is pointed out in an arti- 
cle in the June issue of the Monthly Labor 
Review, published by the Department of 
Labor. The building permit records of 
new construction, as compiled by the Bu- 
reau of Labor Statistics, show clearly the 
change that is taking place, although no 
details are available regarding the actual 
number of families now living in apart- 
mezit houses as compared with those living 
in single dwellings. In 1926 almost one- 
half of the housekeeping dwellings pro- 
vided by new construction were in apart- 
ments. In general, cities of over 500,000 
had a larger proportion of this type of 
dwelling, although during the past two 
years this is true also of most cities and 
towns adjacent to the larger cities. This 
change in the character of American 
homes, the article points out, has a serious 
effect on the wage earners of the country, 
as it means a decrease in house ownership 
and it also affects the character of labor 











employed, as the workers engaged in the 
construction of houses are chiefly brick- 
layers and carpenters, while in large apart- 
ment houses the use of structural steel, con- 
crete, stone, tile, and sheet metal calls for 
the services of workers used very little, if 
at all, in the construction of single 
dwellings. 

; 





The Federal Trade Commission has fur- 
ther amended its rule of procedure regard- 
ing hearings before the Board of Review. 
The purpose of the rule is to permit the 
proposed respondent an opportunity to be 
heard by the Board before a recommenda- 
tion is made to the Commission to issue 
a complaint. Under the amended rule a 
complaint may be issued in the absence 
of an opportunity for a hearing. The pro- 
visions for such a contingency are (a) the 
respondent has been fully interviewed and 
has given to the examiner every fact or 
argument that could be offered as a de- 
fense, or (b) the practice has been fully 
established and is of such character that 
in the nature of the case nothing could 
be adduced in mitigation, or (c) to delay 
the issuance of a complaint to afford a 
hearing might result in loss of jurisdic- 
tion, or (d) otherwise unnecessary or in- 
compatible with the public interest, the 
Board may transmit the case to the Com- 
mission, via the Docket Section, with its 
conclusions and recommendations, without 
a hearing as in this rule provided. P 





The German housewife as well as hotel 
keeper is going io be told just what kind 
of aluminum utensils to use. The Asso- 
ciation of German Manufacturers of 
Aluminum Ware has appointed a commit- 
tee to draw up a schedule of standard 
designs and grades of aluminum utensils 
for hotel and household use, according to 
a report received by the Department of 
Commerce from Assistant Trade Commis- 
sioner Lee C. Morse, Berlin. The com- 
mittee will cooperate with the Associa- 
tion of German Housewives in deciding 
on the kinds of aluminum ware to be 
made, so the hoffrau is going to have some- 
thing to say about it. In fact, she is held 
to be responsible for the move toward 
standardization. 





Apparently further assurance of tax 
reduction at the next session of Congress 
was given by Federal collections of in- 
come taxes which last week, for the first 
time in five years, passed the $2,000,000,000 
mark. The Treasury announced collections 
of $2,067,000,000 up to June 18 for the 
fiscal year which closes June 30. It is 
estimated the total will be approximately 
$2,201,000,000 for the entire twelve months, 
exceeding all collections since 1921. This 
was taken to mean prosperity holds sway 
over the country. Repeal and reductions. 
of a number of miscellaneous taxes brought 
about a drop of $217,000,000 in these items. 
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Hardware Collections Improved— 
Prices Firm—Stocks Adequate— 
(,ood Summer Is Expected 


market centers, with collections very much improved. Seasonal 


or activity is reported from all important hardware 


and _ staple 
attention. 


lines are receiving an equal 


amount of buying 


With the exception of a 10 per decline on wood screws there are no 
important price changes noted. Wholesale stocks appear adequate for 


current demands. 


In the opinion of many distributers summer business is expected to 
be better than normal due to the late spring. On fine days garden equip- 


ment and other spring lines have an active retail sale. 


Wholesale re- 


orders have been heavy on wire cloth, lawn mowers and lawn rollers. 





Dollar’s Buying Power 71.2c, 
Says Fisher 


Prof. Irving Fisher of Yale Uni- 
versity announced June 19 that last 
week’s prices, based on Dun’s quota- 
tions, averaged 140.4 per cent of the 
pre-war level. The purchasing power 
of the dollar was 71.2 pre-war cents, 
says the Journal of Commerce. 

Crump’s index for the week was 
135.4. 

The Italian index for the week ended 
June 11 was 515.1. 





Goodyear Advances Tire 
Output to Record Level 


Production of automobile tires by the 
Goodyear Tire & Rubber Co. estab- 
lished a new high record, June 18, 
when 52,000 tires were turned out by 
the main plant at Akron, officials of the 
company announced. This output, com- 
bined with those of the California and 
Canadian plants, brought the com- 
pany’s total to about 65,000 daily. 

For several weeks combined produc- 
tion has been maintained at a peak of 
approximately 65,000 tires daily, and, 
according to operating executives, no 
curtailment of manufacturing activities 
is yet in sight. 


Dollar Volume of Trade 
Continues to Go Higher 


The dollar volume of trade during 
the second week in June, as indicated 
by check payments, was larger than in 
either the previous week or the corre- 
sponding week of 1926, according to 





the Department of Commerce. Whaole- 
sale prices again strengthened as com- 
pared with the previous week, but were 
still well below the level of a year ago. 
Prices for cotton continued their ad- 
vance, while wheat prices averaged 
lower. 

Although interest rates on time 
money showed no change from the 
preceding week, they were higher than 
a year ago. Bond prices again declined 
as compared with the previous week, 
but were higher than last year. Stock 
prices continued to advance. 





Freight in Ton Miles 
Gains During April 


Class I roads in April handled 37,- 
101,687,000 net ton miles of freight, 
this representing an increase of 801,- 
527,000 net ton miles over the corre- 
sponding period in 1926. 

In the Eastern District, according to 
reports filed with the Bureau of Rail- 
way Economics, an increase of 3.3 per 
cent in the volume of freight handled 
was reported, while in the Southern Dis- 
trict a gain of six-tenths of 1 per cent 
was registered. The Western District 
also showed an increase of 1.3 per cent. 

Freight traffic for the first four 
months this year amounted to 155,394,- 
137,000 net ton miles, the greatest ever 
reported for that period in the history 
of the railroads. This was an increase 
of 7,344,679,000 net ton miles, or 5 per 
cent over the best previous record, es- 
tablished during the corresponding 
period in 1926. It also was an increase 
of 15,910,985,000 net ton miles, or 11.4 
per cent, over the corresponding period 
in 1925. 

Railroads in the Eastern District re- 





a) 


ported an increase of 6 per cent in the 
amount of freight handled by the rail- 
roads in the first four months compared 
with the corresponding period the year 
before, but the Southern District re- 
ported a decrease of one-half of 1 per 
cent. In the Western District an in- 
crease of 5.9 per cent was reported. 


Steel Production in 1926 Sets 
a New Record 


Production of steel ingots and cast- 
ings in the United States in 1926 was 
48,293,763 tons, compared with 45,393,- 
524 tons the previous year, according 
to the American Iron and Steel Insti- 
tute, which has just issued its “Special 
Statistical Bulletin, No. 3, 1927.” This 
total is the highest for all time. Like- 
wise production of steel ingots alone 
were a record at 46,936,205 tons. 

Last year the production of all kinds 
of iron and steel rolled into finished 
forms showed an increase of 2,108,932 
tons, or 6.32 per cent, as compared with 
1925. The total output last year was 
35,495,892 tons. 

The production of plates and sheets 
was also a record at 10,529,056 tons, 
compared with 9,807,659 tons the previ- 
ous year. Structural shape output was 
5,911,663 tons, compared with 3,604,130 
tons in 1925. Merchant bar production 
declined, standing at 5,473,836 tons, as 
against 5,659,315 tons in 1925. 


Export Trade for U. S. Is 


7 Per Cent Greater 


The export trade of the United 
States for the first quarter of 1927 
amounted to $1,200,916,000, nearly 7 
per cent greater than a year ago, ex- 
ports for each month of the quarter 
showing substantial gains in most lines 
over the corresponding 1926 figures and 
topping one billion dollars for the 
eleventh consecutive quarter, says the 
Foreign Commerce Department of the 
Chamber of Commerce of the United 
States. Imports amounted to $1,047,- 
062,000, a figure that was nearly 200 
million dollars or 16 per cent below the 
imports for the same quarter of 1926. 
This was due largely to decreased 
takings of rubber, silk, coffee, wool, 
and other chief imports. Imports ex- 
ceeded one billion dollars for the ninth 
consecutive quarter. The excess of 
merchandise exports was $153,854,000, 
the excess of gold and silver imports 
$68,729,000, giving an excess of visible 
exports (merchandise, gold and silver) 
amounting to $85,125,000. 
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Better Weather Stimulates 
Buying—Chicago Prices Are Stable 


(Chicago Office of HARDWARE AGE) 


CHICAGO, ILL., June 28.—Better weather has brought a slight im- 
provement in hardware sales during the past week and it is expected 
that with a continuance of the more favorable conditions business 
will recover some of the ground lost during the past two months. The 
increased demand for seasonal items is particularly noticeable while 
staple merchandise maintains a steady pace. 

The volume of new building permits, after slumping badly for 
several weeks, is picking up again while the actual construction 
work already started is progressing steadily. There is an active 
demand for materials of all kinds for immediate delivery. 


The steel mills in the Chicago area continue to curtail operations 
somewhat, and while the total volume of orders is reaching a fair 


amount it is mostly small orders. 


about 80 per cent capacity. 


Operations are now running at 


Hardware prices are fairly firm and without change, the only ex- 
ception being in painters’ materials—linseed oil and alcohol ad- 
vancing slightly and white lead experiencing a small drop. 


Collections are running a little ahead of this time last year and 


money rates are steady. 





AUTOMOBILE ACCESSORIES. 
—Sales are showing some increase with 
more settled weather. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Light. — Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each; regular 
cord, 7 60 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 334. $1.45 each. 


BASEBALL GOODS.—tThe heavy sea- 
sonal demand continues very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Goldsmith Official 
League Balls, $15 dozen: Special 
Official League balls, $8.90 dozen; 
Slugger bats, $16.20 dozen. 


BOLTS AND NUTS.—Sales are easing 
off slightly but prices are holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount: small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 69-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount, 


BUILDERS’ HARDWARE.—tThere is 
a fairly good demand and prices are 
very firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull tena finish, $1.92 


per doz. pair, case lots—less quan- 
tities, 12c. per doz. pair higher; 4 x 


stocks, 





4 steel butts, old copper and dull 
brass finish, $2.64 per doz, pair, case 
lots—less quantities, 12c. per doz. 
pair higher; heavy steel bevel inside 
sets, $5.75 per doz. sets, case lots: 
steel bit-keyed front door sets, $1.45 
per set; wrought brass bit-keyed 
front door sets, $2.49 per set; cylin- 
der front door sets, $6.00 per set. 


CHAIN.—Prices are unchanged as the 
demand continues to be good. 


We —. es jobbers’ stocks, 
f.o.b. Chica % in. proof cow 
chains, $8. 50" om 100 lb. Tenso Bull 


Dog and Brown coil chains, 50-10 
per cent discount. No. 00-4™% electric 
welded cow ties, $2.75 per dozen. 


COPPER RIVETS AND BURRS.— 
Copper is lower and may result in 
lower prices on rivets although manu- 
facturers have made no reductions as 
yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 


EAVES TROUGH, PIPE, ETC.—De- 
mand is only normal—prices very 


steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage single bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 


. per 100 ft.; plain ridge roll, 
1%-in., $3.65 per 100 ft.; corrugated 
conductor elbows, 3-in., $1.51 doz. 


ELECTRICAL MERCHANDISE. 
—Warmer weather is stimulating the 
demand especially in fans and irons. 


We quote from jobbers’ stocks, 
f.o.b. Chicago 

Electrical Merchandise.— No. 14 
rubber covered wire, $6.25 4 1000 
ft.; in 1000 ft. lots, $5. 75; No. 18 lamp 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12: -in., brush brass key 
sockets, 15%c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
two-piece attachment plugs, Tike. 
each; dry cells, boxes of 50, 32%4c. 
each; less than case lots, 36c. each. 


| 
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Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 776, pack- 
ages of 10, $1.30; No. 767, 2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 
ages of 5, $3.17; No. 7172, $2.62 each: 
packages of 5, $2.44; No. 486, $3. 58 
each; No, 486, packages of 5, $3.33. 

Battery Chargers. —Apco line, lots 
of less than 10, $13.50 each. 


FIELD AND POULTRY FENCE.— 
Some lull in the sales at this season, 
No price changes. 


We quote from jobbers 
f.o.b. Chicago: 726-6-12%,. $28.68 per 
100 rods; 1948-14%, $43. 62 per 100 
rods; 2158-6-14%, $49.98 per 100 rods. 


FILES.—Prices are firm and the de- 
mand is normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list: Nicholson files, 50 
per cent off list: Black Diamond files, 
50 per cent off list. 


FISHING TACKLE.—The demand is 
very large and manufacturers are be- 
ginning to have trouble in keeping up 
on their deliveries. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Bronson No. 100, $2.25 
each: Chicago: level winding reel, 
$2.00 each; Symploreel No. 752, $4.90 
each; South Bend Bass-Orenos, $8.00 
doz.: Heddon’s Ziz-Wag, $10.00 doz.; 
high grade silk casting line, $1.40 per 
100 yds, 


GALVANIZED WARE.—Manufactur- 
ers are maintaining present prices and 
sales are satisfactory. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6.00: No. 2, 
$6.85; No. 3, $8. 00; 10 qt. galvanized 
after-made pails, $2, 12; 12 at., $2.33: 


stocks, 


14 qt., $2.60. One gal. all galvanized 
oil cans, $2.75 doz.; 2 gal., $4 doz.: 3 
gal., $6.00 doz.; 5 gal., $7.00 doz.: 12 


bu. galvanized baskets, $6.20 doz.; 
No, 26% i. bailed galvanized meas- 
ures, $4.50 
GARDEN HOSE AND LAWN SPRIN- 
KLERS.—The weather continues too 
cold and wet for good sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., lle. per 


ft.; %-in., 12%c. per ft.; 5 ply, good 
quality, wrapped, %-in., 8c per ft.; 
%-in., 9%c. per ft. Lawn sprin- 


klers. Rain King, $28 a doz.: 
fountain sprinklers, $6.00 doz.; 
bow, 38-in. high, $24 a doz. 


GLASS AND PUTTY.—tThere is a 
steady demand for both glass and 
putty. 


We quote from jobbers’ stocks, 
f.o.b. Chica apo: Single strength A, all 
brackets, 88 per cent discount; single 
strength B, all brackets, 89 per cent 
discount; double strength A, all 
brackets, 88 per cent discount: double 
strength B, all brackets, 89 per cent 
discount; putty, pure grade, $4.25 per 
100 Ib.; commercial, $3.50 per 100 Ib. 


GOLF GOODS.—The demand for golf 
goods is very good and manufacturers 
are falling behind on their shipments. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each: 
medium grade, $1.35 each: Crawford- 
McGregor steel shaft wood clubs. 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each: Grand 


original 
Rain- 


i 


ee eee 
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$4.75 each; Grand 
3.35 each: U. S. 
$6.50 doz.: S 


Slam wood clubs, 
Slam iron clubs, 
Royal Golf Balls, 


St. 
Mungo Colonel Golf Balls, $6. 50 doz. 


HANDLED HAMMERS AND HATCH. 
ETS.—A good volume of orders is 
being received, and prices are un- 
changed. 


HAMMERS— 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 

First quality, 16 oz. 
nail hammers, $12 a dozen: Maydole, 
$12.60 a dozen; 16 oz. machinists’ 
hammers, first quality, $9.20 
competitive grade, 16 oz. nail 
mers, $6 to $8 


HATCHETS— 
We 


dozen: 
ham- 


quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2, shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.:; medium quality hatchets, No. 2 
shingling, doz.; medium quality 
hatchets, 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.— 
Prices are unchanged and the demand 
is normal for this season of the year. 


stocks, 


No. 


We quote from jobbers’ 
f.o.b. Chicago: 

Hay Fork Handles. 
chucked and _ bored, 
4% ft., $4.15 doz.; 5 ft., $5.00 doz.: 
XX, 4™% ft., $3.65 doz.: 5 ft., $4.45 
doz.; X, 4% ft. 2.35 doz.: 5 ft., $2.75 
doz. 

Hay Fork Handles.—Bent-chucked 
and bored, best grade, with strap, 
sores and cap, 4™% ft., $6.20 doz.: 

, $7.10 doz.: XX, 4 ft., $5.00 doz.: 

., $5.40 doz.: 5 ft., $6.25 doz.: 

i 4% ft., $3.60 doz.: 5 ft., 

; X plain, 4% ft., $2.70 doz.; 
3.25 doz. 

Manure Fork Handles.—Pent,. best 
grade, plain, 4 ft., $4.35 doz.;: 4™% ft., 
$4.70 doz.: XX plain, 4 ft., $3.85 doz.: 
4, ft., $4.15 doz.: plain, 4 ft., $2. 50 
doz.: 4™% ft., $2.85 doz. 

Garden Hoe Handles.—XxX, 4% ft., 
$3.20 doz.: X, 4™% ft., $2.20 doz. 

Garden Rake Handles.—XX, 514 ft., 
$4.80 doz.: 5™% ft., $3.05: 6 ft.. $4.00 

Shovel Handles. —Regular Pattern, 
XX, 4% ft., $6.10 doz.; X, 4™ ft., 
$3.50 doz.: 'D handles, best grade. 
$7.00 doz.: X, $5.50 doz. 

Spade Handles.—D handles, 
grade, $6.80 doz.: X, $5.25 


5 doz. 
HANDLES, TOOL.—Prices are very 
strong due to the curtailment of the 
hickory supply through the recent 
southern floods. 


We quote 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.: No. 2, $3 doz.: second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hic kory. $6.50 doz 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.: finest second growth 
hickory, $1.80 doz. 


HINGES.—The recently advanced 
prices are being well maintained and 
sales are good. 
We quote 
f.o.b, Chicago: 
in bundles, 4-in., 88c.; 5-in., $1.16: 
6-in., $1.28; 8-in., $2.05; 10-in., $3.45 
per doz. pair: extra heavy T hinges, 
in bundles, 4- -in., $1.21; 5-in., $1.4 
6-in., $1.53: 8-in., $2.49: 10-in., $371 
per doz. 


ICE CREAM FREEZERS.—tThere is a 
slight increase in the demand as the 
season advances. 


— Straight 
best grade, 


best 


from jobbers’ stocks, 


jobbers’ stocks, 
strap hinges 


from 
Heavy 


We quote from jobbers’ stocks, 
: ite go EE 1 

, $5.60 1 
$8.25 a "€ 
$13.40 list: 10 
$21.50 list; 15 
- 20 at., $33.20 list; 25 
$42.60 list; Arctic, 1 qt., $4 list: 2 at.. 
$4.66 iist: 3 at., $5. 45 list: 4 qat., $6.80 
Uist: 6 at., $8. 60 list; 8 qt., $11.10 list. 
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the above less 50 per cent dis- 
Alaska, 1 at., $2.05 list; 2 at., 
5 list; 3 qt., $4.10 list; 4 qt., $5 
- 6 qt., $6.30 list; 8 qt., $8.20 list: 
qt., $10.75 list; 12 qt.. ist; 15 
qt., $17 list; 20 qt., $21.50 list. 
count of 20 and 10 per cent on all 
above prices. Acme, 2 at., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.; 
4 qt., enamel, $18 per doz. Above 
prices are net, 


All 
count. 


LAWN MOWERS.—The demand con- 
tinues to be very good. 


We quote from jobbers’ 
f.o.b. Chicago: 16-in., 
5-knife, 1l-in. wheels, 
16-in., ball-bearing, 4-knife, 
wheels, $10 each: 16-in., plain bear- 
ing, 4-knife, 101% -in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in., plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 


stocks, 


NAILS.—Prices are being well main- 
tained and there is a fairly active de- 
_— 


a from jobbers’ stocks, 
f.o. m4 hicago: Common wire and 
cement-coated nails, quantity orders, 
$2.95 per keg base. 


PAINTS AND OILS.—Linseed oil and 
alcohol advance a little while white 
lead declines slightly. 


We quote jobbers’ 
f.o.b. Chicago: 

Linseed Oil.—Raw 
per gal.: 5 barrel lots, 92c. per gal. 

Linseed Oil.—RBoiled, barrel lots, 
98c. per gal.; 5 barrel lots, 95c. per 
gal. 

Denatured 
5314c. per gal.: 
returnable. 

Turpentine.—Drum 
100 Ib. net. 

White lLead.—100-lIb. 
50-Ib. lots, $7: 25-Ib. lots, 
Ib. lots, $1.80. 

Shellac.—(414-lb. cuts), white, 
per gal.: orange. $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 
Ib. 


PREPARED ROOFING.—Sales are 
very heavy due to prevalence of rains. 
Prices are firm. 

We 
f.o.b 
faced 
square; 
per square; 
$2 per square: 
$1.20 per 
ing, $57 


PYREX WARE.—tThere is a seasonal 
volume of sales and prices are un- 
changed. 


We quote 
f.o.b. Chicago: 

Bread Pans.—No. 
No, 214, $12 doz. 

New Handled Casseroles. —Round, 
No. 622. $12 doz.: , 
Oval, No. 632, $12 doz.: 
doz.: Shallow Oval, No. 642, $12 doz.: 
No. 643, $14 doz. 

Pie Plates.—No. 208, 
No. 209, $7.20 per doz. 

Tea Pots.—2 cup. $21 doz.: 
$24 doz.;: 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.: 
232, $14 doz. 


iced Tea Sets.—$6 per set. 
ROLLER SKATES.—The demand is 


easing off as warmer weather arrives. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union boys’, $1.40 
pair; Union girls’, $1.50 pair: Chicago 
boys’, $1.30 pair; Chicago girls’, $1.40 
pair; rubber-tired skates, boys’, $2.65 
ow oh rubber-tired skates, girls’, $2.75 
pair. 


from stocks, 


harrel lots, 95c. 


Alcohol.—Barrel lots, 
steel drums extra $6, 
T0c. 


lots, per 


lots. $1 
$3.50: 1 


3.7 75; 
21 


$2.60 


7c. per 


from jobbers’ stocks, 
Best grade slate sur- 
roofing, $2.50 per 
surfaced. $2.65 
talq surfaced, 
tale surfaced, 
rosin sheath- 


quote 
Chicago: 
prepared 
best grade tale 
medium 
light 
square: red 
per ton. 


from jobbers’ stocks, 


212, $7.20 doz.: 


$6 per doz.: 
4 cup, 


No. 
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ROPE.—Prices are unchanged and 
sales are very satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila. standard 
brand, 23c. to 25%4c. per lb.; No. 2 
manila, 22c. per lb.; No. 1. sisal, 
14%4c. to 16c. per Ib.; No. 2 sisal, 
13%c, to 15c. per Ib. 


SASH CORD.—Sales are very good 
and prices are strong. 
stocks, 


. standard 
hanks; No. 


We —. tenes Cees saad 
f.o.b. Chica 

brands, $7. 6e aie co 
8, $8.75 per doz. hanks. 


SASH PULLEYS.—The demand 
steady and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c, doz.; barrels, 54c. doz. Common- 
sense, 2 in., 60c. doz.;: barrels, 54c. 
y nog No. 110, 46c. doz.; barrels, 42c. 

OZ. 


SCREEN DOORS, WINDOW 
SCREENS AND WIRE CLOTH.—Sea- 
sonal filling in sales are larger than 
usual this year. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $18.15 doz.; No. 296, 2-8 x 

: No. 311, 2-8 x 6-8, 

Bat 4 No. 

No. 2433, $4.75 doz.; 

12 Re Foe oy wire seth, $1.75 per 
100 sq. ft. 


SCREWS.—Prices are somewhat un- 
settled although the demand is very 
good. 


We quote from jobbers’ 
f.o.b. Chicago: Flat head bright 
screws, 75-20-10-10 per cent; round 
head blued, 72%4-20-10-10 per cent; 
flat head brass, 72%-20-10-10 per 
cent; round head brass, 70-10-10-10 
per cent. 


SOLDER AND BABBITT.—No recent 
change in prices. Sales are active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-30 
solder, $42.50 per 100 Ib. medium, 
45 <55 solder, $41.50 per 100 Ib.: tin- 
ners’ 40-60 solder, $40.50 per 100 Ib.; 
high speed babbitt metal, $20 per 100 
lb.; standard No. 4 babbitt metal, $13 
per 100 Ib. 


STEEL SHEETS.—Sales are satisfac- 
tory and prices are quite firm. 
We 


stocks, 


quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


WIRE PRODUCTS.—Sales are good 
and prices are fairly well maintained. 


We quote from jobbers’ 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 9 galvan- 
ized plain wire, $3.40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence _ staples, 
$3.40 per 100 Ib 


WRENCHES.—Prices_ are 
sales are very satisfactory. 


stocks, 


firm and 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount: 
engineer’s wrenches, 50-10 per cent 
discount off new list; Stillson 
wrenches, 70 per cent discount; 
Trimo, 65-10 per cent discount. 


Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101 Master Service Set, $13. 75: 
No. 202 Heavy Duty Set, $8. ce: No. 
404 Flexible Socket Set, $7.50: No. 
6 Crankcase Drain Plug Socket, 
$3.20; No. 90 Square Socket Set, 
$3.70; No. 1817 Giant “‘Snap-on”’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on renches less 33% per 
cent discount, 
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Northwest Prices Steady and Collections 
Improved, Says Twin Cities Report 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, June 28.—Very little change in any of the condi- 
tions affecting the markets in the Northwest tributary to the Twin 
Cities is noted for the past week. While there seems to be a little 
more sunshine, there is still a surplus of moisture and cloudy 
weather, and the farmers are becoming anxious about the outcome 


of the corn crop. 


Rye is well headed out, and will be, with some warm, sunshiny 


weather, ready to cut in a few weeks. 


Other small grains are 


growing well despite the cool, damp weather. Potatoes are looking 


fine and gardens are flourishing. 

So much for the agricultural end of crop prospects. 
is increasing, and stock never looked better. 
Practically everything points to a very successful year for 


uriant. 
the farmers in the Northwest. 


Dairying 
Pastures are lux- 


Prices are steady and firm as previously quoted. Collections are 
perhaps slightly improved during the past few weeks. 


AUTOMOBILE TIRES. — Automobiles 
are out in full force now, and demand 
for tires is increasing. Cars from all 
over the country are seen on the trails, 
loaded for touring and camping. Va- 
cation season is well under way. Prices 
of tires are firm and unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; Heavy duty over-size, $14.50; 
balloon tire, 29 x 4.40, $9.65; 30 x 
5.25, $15.95; heavy duty, 32 x 6.20, 
$26.75; tan tubes, 30 x 31%, $1.70; 32 
x 4, $2.60; 34 x , $3.26; balloon 
tire tubes, gray, 27 x 4.40, $1.90: 29 x 
4.40, $2.95; 30 x 5.25, $2.70; 32 x 6, 
$3.20; 32 x 6.20, $3.70 each, net. 
AXES.—Demand is steady. Call for 
road construction crew use is fair. 
Stocks are ample, with prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit. $14.50; double bit, $19.50; 
handled, single bit, $19.50; double bit, 
$21.25 doz. net. 


BOLTS.—Call for bolts is fair, with 
stocks well filled. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent; machine bolts at 60 per 
cent; stove bolts at 75 per cent, and 
lag screws at 60 per cent from new 
list, 

BRADS.—Demand is steady, with price 
unchanged. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 


CHURNS.—Sales are increasing, with 


stocks well filled for the call. There is 
no change in prices. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Barrel type churns 
at 33% per cent from lists. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Demand is good, with 
stocks ready for the call. Prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga., slip joint, 
single head, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in. conductor 








pipe, $5.40 per 100 ft., and 3-in. con- 

ductor elbows, $1.73 per doz., net. 
FIELD FENCE.—Sales are still good, 
with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 10 ga. top and bot- 
tom, 13 ga. intermediate, 6-in. stay, 
26-in., $27.93; 32-in., $32.40; 39-in., 
$37.28 per 100 rods, net. 


FILES.—Call is steady, and fairly good. 
Stocks are well assorted, and prices 


unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files at 


50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Sales show a 
fair volume, with stocks well filled. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
alvanized tubs at $7.25; No. 2, $8.00; 
No. 3, $9.25; heavy tups, No. 1, 
2, $13. 80; No. 3, $15; 

pails, 55; 12-qt., $2.90; 14- 
qt., $3.25; stock pails, 16- ~qt. ., $5, and 
18- ‘at., $5.50 per doz., net. 


GLASS AND PUTTY. — Demand is 
fairly good, though perhaps showing a 
decrease over the early spring call. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 84 per cent; 
double strength glass, 85 per cent, 
and strictly pure putty in 50-lb. 
drums at $4.85 cwt., net. 


HAMMERS AND HATCHETS.—Sales 
of small tools for carpenters are fair, 
with stocks well assorted. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 


nail hammers, $12.60; rr ae No 

HF81, $12; Plumb, No. HF $6. 12: 
Riverside, No. 611%. $12.00: ” 
broad hatchet, No. 2, $16. 40: ot: 
ling No. 2, $12.50; Claw, No. 2, $13.75 
doz., net. 


HOSE.—The lawn hose market is still 
draggy, with little real interest on the 
part of the consumer. Stocks are full, 
with prices steady. 


We quote from jobbers’ 
f.o.b. Twin Cities: Bull Dog, ™ in., 
7-ply, 13%c. ft.; Competition, 
3-ply, 7%c. ft. Good Luck, % in., 6- 


stocks, 





ply, 10c. ft.; Electric double braid, 
54 in., 50-ft. lengths coupled, 14%c. 
.ft., net. 

ICE CREAM FREEZERS. — Call is 


light, awaiting the hotter weather of 
summer. Stocks are ready for the de- 
mand. Prices have not changed. 


We quote from 
f.o.b. Twin Cities: 


jobbers’ stocks, 
White Mountain 


4-qt. freezers at $4.13 and 8-qt. at 
$6.75 each, net; Acme, 2-qt. galvan- 
ized, 67c. each., and Acme, 2-qt. blue 


enameled, $1.50 each, net. 


LAMPS AND LANTERNS.—Sales of 
camp lamps and lanterns is increasing 
rapidly with the touring and vacation 
season well started. Prices are firm 


as quoted. 

We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, No. 2, $13 
doz.; No. L327 Coleman lanterns, 
$5.25: No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each, net. 

LAWN MOWERS.—Demand is good, 
with ample stocks for the call. Prices 
show no changes. 

We quote from jobbers’ stocks, 


Philadelphia Styles 
Style K, 40 per 


f.o.b. Twin Cities: 
A and C 45 per cent: 


cent; Riverside ball-bearing, 14 in., 
$7.90; 16-in., $8.15, and 18-in., $8.45 
each net. 


MILK CANS.—Call for milk cans is 
fairly good, with indications of increase 
over the Northwest. Stocks are well 
filled, and prices firm. 

We 
f.o.b. 
milk cans, 
$3.20; 
net. 

NAILS.—Demand for nails is fair, re- 
flecting building conditions. Stocks with 
dealers are kept well assorted, but not 
heavy. Prices have not changed. 


jobbers’ stocks, 
Railroad 5 gallon 
wide neck, 8-gal., 
10-gal., $3.30 each, 


quote from 
Twin Cities: 
$2.65; 


wide neck, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, at $3.10 per keg, base, and ce- 


ment coated wire nails in 100-lb. kegs 

at $3.10 per keg, 
OIL HEATERS. 
with a good volume. 
changed. 


We quote from 
tod. Twin Cities: 


base, net. 
is steady, 


Prices are un- 





jobbers’ stocks, 
Nesco Pe rfec t oil 


heaters, No. 12, $5.50; No. 15, $7.00; 
No. 016, $8.25; No. 0190, $10. 50: No. 
151, $7.50; No. 0161, $8.75: No. 0191, 


$11.00; No. 505 Giant, $11.25; No. 605, 
$12.75, each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more 30-5 per cent. 


PAINTS AND WHITE LEAD. — 
Dealers are having a fair call for 
paints and finishing supplies. Painting 
has been prevented to some extent by 
frequent rains. Stocks are ample for 
the oe with prices firm. 


quote from jobbers’ stocks, 
cok Twin Cities: First grade house 
paint at $2.80 per gal. in 1 gal cans, 
and white lead in 100 Ib. containers 
at $12.64 cwt., net. 


PLANTERS.—Call is still good, with 
ample stocks on hand. Prices show no 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Tain Cities: Acme corn plant- 
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ers, or Acme potatw planters at 


$9.75 doz., net. 
POULTRY NETTING. — There is a 
steady and good demand for netting. 
Raising of poultry is steadily in- 
creasing in this part of the country. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 
poultry netting at 60 per cent from 
lists. 

PUMPS.—tThere is a very good de- 
mand for water supplies, with dealers 
ready to supply the call. Prices are 
firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65; No. 103 hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 


REGISTERS.—Sales are steady, with 
ample stocks on hand. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 
20 per cent, and wrought steel regis- 
ters, 40 per cent from lists.: 


SASH CORD AND WEIGHTS.—Call is 
steady and fairly good. Building of 
hemes is progressing in fair volume. 
Prices have not changed. 


We quote from 
f.o.b. Twin Cities: 


jovvers’ stocks, 
Best grade sash 
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cord, 6lc. lb., second grade, 3lc. 
and cast iron sash weights, 
cwt., net. 


SCREEN DOORS AND WINDOWS.— 
Call is good, with possibilities of being 
better. Stocks are being kept up well. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common 2-8 x 6-8 
screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, $1.97 each; Sher- 
wood adjustable 24-in. window 
screens, $6.20; and Wabash extension 
24-in. screens, $5.00 per doz., net. 


SNATHS.—Sales are steady, and fairly 
good. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths at 
$13.20 doz., and bush snaths at $16.00 
per dozen, net. 


STEEL SHEETS.—Demand is fairly 
good, with stocks well filled. There is 
no indication of a change in price. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt. base (24 ga.), and 
black steel sheets at $3.95 cwt., base 
(24 ga.) 


TIN.—Roofing tin is selling fairly well. 
Repair work is steady and good. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL 
20 x 28, $14.50 box, and IC, 20 x 28, 
8-lb. coating roofing tin, $15.75 box, 
net. 


WHEELBARROWS. — Home owners 
are buying perhaps more slowly. There 


Ib., 
$2.10 
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is a steady demand for contractors’ 
lines. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Queen B fully 
bolted barrel type tray wheelbarrows, 
$40.00 doz.; Meteor, fully bolted. 
$36.50 doz.; No. 21 tubular, $7.33 
each; No. 10 Gopher, $4.00 each, and 
No. 1G American garden, 96.25 each, 
net. 


WIRE.—Fence wire is still moving 
fairly well. Stocks are well filled, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.), $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 ecwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 


WIRE CLOTH.—Sales are very good. 
Stocks are being drawn on heavily, and 
prices are steady and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70, and alumi- 
num, 12 x 12 mesh, $2.10 per 100 ft., 
net base. 


WRENCHES.—Call is fair, with ample 
stocks. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10-in., 
$1.70; 12-in., $2.05; 15-in., $2.75 each 
net. 


Conservative Buying Is the Distinctive Feature 


of Business Conditions on Pacifie Coast 


(San Francisco Office of HARDWARE AGE) 


San Francisco, June 28.—General business conditions on the Pacific 


Coast are relatively quiet. 
nearly all commodity markets. 
ranging from slow to fair. 


of hardware retailers to anticipate their forward requirements. 


Conservative buying is a distinctive feature in 
In hardware, buying may be described as 
Apparently there is little inclination on the part 


The situa: 


tion in regard to prices is unchanged, but the general price structure in the 
hardware market lacks the element of strength that it enjoyed a few months 


back. 





The general downward trend of non- 
agricultural prices has produced a marked 
degree of caution, which has had the effect 
of preventing inflation of inventories. 
This removes one of the chief causes of 
depression. Business men have become 
accustomed to buy for near-future re- 
quirements only. There is a good deal of 
confidence, apparently, on the part of re- 
tailers, in the ability of manufacturers and 
jobbers to furnish supplies on demand. 

As one jobber recently outlined the gen- 





‘ 

eral business situation locally, “it appears 
to be a buyers’ market. An abundance of 
merchandise, liberal offerings of credit, 
and the keen desire to sell for less has 
made the public somewhat indifferent, and 
there are efforts now, on the part of some 
firms, to close the first half of the year 
by attractive offerings and special sales.” 

A significant fact reflecting the attitude 
of business men generally is that borrow- 
ings for commercial expansions have de- 
clined. 





Hardware jobbers’ stocks are adequate, 
but in comparison with a few years back, 
the amount of merchandise on hand in lo- 
cal warehouses is small. The number of 
salesmen calling on the retail trade, and 
the frequency of their calls, is a significant 
indication of the eagerness of manufac- 
turers and jobbers to make sales. Sales- 
men today are making calls in districts 
which, in times of brisk sales, are often 
neglected. 

Local jobbers, however, are optimistic 
that there will be heavier buying this fall. 
Their optimism is based on the fact that 
retail stocks are light, and that there are 
indications that extensive refunding and 
financing operations are in prospect. In 
other words, the argument runs that ad- 
vantage will be taken of the present wide 
optimism of the country, and the present 
condition of cheap money, to put the finan- 
cial frames of enterprise in good order. 





Redi-Lite Small Handy Electric 
Cigar Lighter 


There is now being manufactured by J. 
F. Ryan & Co., 342 Madison Avenue, N. 
Y. C,, a handy electric cigar lighter, 
which can be used for cigars, cigarettes 
and pipes as well. 

Redi-Lite, its manufacturers state, is both 
economical and durable, as no current is 





consumed when it is not in use, and there 
is nothing to wear out—except the heating 
element, which can easily be replaced. 


Reading matter continued on page 46 


It is designed to be attached to any light 
socket or floor plug. Pressing the button 
lights the lighter. It is five inches in 

length, has a composition 
handle and button, the con- 
tainer for the heating ele- 
ment is nickel plated. Each 
Redi-Lite comes equipped 
with six feet of flexible 
silk cord and is packed 
in an individual box. 
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National Nationally 
Made Accepted 





























Home Builders who desire garage doors 
that are easy to operate, economical, and 
unfailing in practicability and _ service 
specify 














National No. 805-6 


Garage door sets where 3-door sets are 
desired. 


Complete information regarding National Garage 
Hardware may be had for the asking. 


National Manufacturing Company 


Sterling Illinois 
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Hardware Business Spotty in New England 
— But on the Whole Fairly Satisfactory 


(Boston Office of HARDWARE AGE) 


BOSTON, June 28.—The New England hardware business is spotty, 


according to reports received by the retail trade. 


On the whole, 


however, it is fairly satisfactory. There is no pep to things, never- 
theless because, as most of the trade say, we have not experienced 


stable weather. 


First it is hot, then unseasonably cool, then rains. 


Some days we have all three served up. Most of the time it rains 


or it is cool. 


A comparison with other retail lines shows that hard- 


ware is apparently better off. The small retail hardware dealer, 
judging from statements made by jobbing houses, is feeling the un- 
seasonable and unsettled weather conditions more than the large 
simply because he has less opportunity to advertise, to circularize 
and in other ways to acquaint the public with what he has to sell. 
Jobbers say small retail store credit is unsatisfactory, while the big 
fellows are paying their. bills promptly and in a majority of cases 


discounting bills. 





BUILDERS’ HARDWARE.—Due to a 
misunderstanding, incorrect prices on 
builders’ hardware were issued last 
week. Current quotations are as fol- 
lows: 

quote from Boston jobbers’ 
stocks: 

Builders’ Hardware.—Lock sets, in- 
side, No. 731, $6.75 per doz. net.; in 
case lots, $6.25. Front door sets, No. 

No. 112252, $2.80; No. 

.55, each net. Vestibule 

7122\%,E4, $1.40 each net. 

room sets, nickel finish, No. 
221E1, $8.20 per doz. net. 


CONDUCTOR PIPE.—There is a fair 
movement of conductor pipe out of job- 
bers’ stock, and has been for more than 
a month now. In volume, business is 
about equal to that of last year. 


We quote from Boston jobbers’ 
stocks: 

Conductor Pipe.—Steel, 
in., in lots of 250 ft., 18c. per ft. list; 
3-in., 20c. Discount 60 and 15 per 
cent. Toncan, 28 gage, Z-in., 18c.: 3- 
in., 20c. Discount 45 and 10 per cent 
Sheet steel, 28 gage, 2-in., 18c.; 3-in., 
20c. Discount 75 per cent. Higher 
prices are asked for smaller lots. 

Eibows.—Round corrugated, steel, 
28 gage, No. 2, 2-in., 30c. each list in 
lots of 300; 3-in., 36c. No 3, 2-in 
30c.; 3-in., 36c. Discount 60 and 10 
per cent. Toncan iron, No. 2, 2-in., 
40c. each list in lots of 300: 3-in., 

No. 3, 2-in., 40c.; 3-in., 38¢e. Discount 
55 per cent. Higher prices are asked 
for smaller lots. 


FANS.—More life is reported in the 
market for electric fans, but there is no 
pep to the buying. Individual orders 
cover a small amount of merchandise, 
with small sizes apparently more pop- 
ular than large. 


We quote from Boston jobbers’ 
stocks: 

Fans.—Electric, Polar Club, Junior, 
6-in., in lots of less than 12, $3 
each, net; 12 or more, $2.85; 8-in., 
less than 12, $3.20; 12 or more, $3. 
Senior, oscillating, 10-in., less than 
six, $7 each; six or more, $6.65: sta- 
tionary, less than six, $4.60; six or 
more, $4.35. 


FORKS, HOES.—While the bulk of the 
retail trade covered its requirements 
some time ago, current buying of forks, 
hoes, etc., is quite encouraging, accord- 
ing to jobbing houses. It is said by 


28 gage, 2- 











jobbers, however, that current retail 


stocks are small. 


We quote from Boston jobbers’ 
stocks: 

Forks.—Coke, Union Fork & Hoe 

Co. goods, No. K112, $31.85 per doz. 

° No. K114, $36. Manure, No. S6D, 

, No. 64, $18.60; No. S4D, $15.70. 

'No. 3- 5, $11.10. Fish, No. 3F, 


three tine, $10.80. 

Hoes.—Mortar, Union Fork & Hoe 
Co. goods, No. MR10S, $13.65 per doz. 
net; No. MR10, $12.60. Street, No. 


SH12, $15.50. 


FREEZERS.—One house reports ex- 


ceptionally large sales of freezers this 
season. Jobbers in general, however, 
say business is considerably behind that 
of a year ago, and maintain that low 
prices have previously been made on 
this class of merchandise. 


We quote from Boston jobbers’ 
stocks: 

Alaska Freezers.—1 qat., $2.95 each; 
2 gt., $3.45 each; 3 qt., $4.10 each; 
4 gt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qat., 
$21.50 each. These are list prices 
which are subject to a dalers’ dis- 
count of 20 and 10 per cen 

Alaska Gray Goose Freezers.—1 qat., 
$3.35 each; 2 qt., $3.90 each; 3 aqat., 
$4.65 each; 4 qt., $5.75 each; 6 qt., 
$7.25 each: 8 qt., $9.35 each: 10 at. 
$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 at. 
$5.65 each; 3 qt., $6.75 each; 4 qat., 
$8.25 each; 6 qt., $10.45 each; 8 aqt., 
$13.50 each, and 10 qt., $18 each. 
These are list prices and are sub- 
ject to dealers’ discount of 50 per 
cent. 

Auto-Vacuum Freezers. —WNo. 1, 
$3.33 net; No. 2, $4 net: No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers. — Bright, 
tapered, 2 qt., $8 per doz.; 
size, enameled-galv., $10 per doz.: 
4 qt. size, enameled-galv., $18 per 
doz., and 1 qt, size, Junior enameled, 
$4.80 per doz. These are net prices 
to dealers. 

aw Freezers.—1 aqt., : % 
$4.60; 3 qt., 

y 60; 8 qt., 

$16. 65; 15 at., ‘$23. 30. These are 
fis prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 
rm, re ng ll s Freezers, No. 01, 1 at., 


galv., 
same 


+z $9.0 All gray enameled. 
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These are list prices subject to deal- 
ers’ discount of 33% per cent. 


GARAGE HARDWARE.—tThere is a 
sustained demand for garage hardware. 
Prices are reported as firm. 


We quote from Boston jobbers’ 
stocks: 

Garage Hardware. — Sets, Stanley 
line, No. 1776J, in lots * less than 
six, $3 per set net; in lots of six, 
$2.50 per set. Holders, No. 1774J, in 
lots of less than six, $1.87 per pair 
net; in lots of six, $1.65 per pair net. 


GRASS HOOKS.—Quite an improve- 
ment is noted in the call for grass 
hooks in a jobbing way, and the trade 
is quite encouraged over the outlook 
for future bookings. 


We quote from Boston jobbers’ 
stocks 

Saaoe Hooks.— Lawn King, $6.50 
per doz. net; Little Giant, $5.25: Re- 
liance, $3; Brier Edge, $4.75: Hand 
Made, $4; Perfection, $4.38. 


IRON AND STEEL.—Jobbers have 
adopted the following quantity differ- 
entials to apply to orders from the con- 
suming trade for hot rolled bars, bands, 
3 x 3 x 3/16 in. and smaller angles, 
channels and tees smaller than 3 in.: 
On orders amounting to less than 1000 
lb., 50c. per 100 lb.; on orders of 1000 
to 2000 lb., 20c. This differential does 
not apply to each individual item on an 
order, but to the total weight of any 
one order, regardless of the number 
of items. 


We quote from Boston jobbers’ 
stocks: 

Steel.—Soft steel bars, $3.25% per 
100-lb, base; flats, $4.15; plain con- 
crete bars, $3.26%; deformed con- 
crete bars, $3.26%4; tire steel, $4.50 to 
$4.75; open- -hearth spring steel, $5 
and $10; crucible spring steel, $12: 
bands, $4.0114 to $5; hoops, at $5.50 to 
$6; half rounds, $4.90; ovals, $4.90; 
hexagons, $3.26%4; cold-rolled steel, 
3.95 to $4.45; toe-calk steel, $6: 
angles and beams: 
$3.3614; plates, $3.36% to $3.59. 

lron.—Refined, iron bars, $3. 261% : 
best refined, $4.60; Wayne, $5.50; 
Norway iron rounds, $6.60; squares 
and flats, $7.10. 


JAR RUBBERS.—In quite a few in- 
stances retail dealers have stocked up 
on jar rubbers in anticipation of the 
opening of the preserving season. 


We quote from Boston jobbers’ 
stocks: 

Rubbers.—Fruit jar, in broken case 
se 75c. per gross net; in full cases, 

c. 


SCOUT KNIVES.—A new imported 
Boy Scout knife is offered the New 
England retail trade at $6 per doz. net, 
and is attracting a lot of attention, ac- 
cording to reports by jobbers. 

SCREEN DOOR HINGES.—Following 
the receipt of new price lists from the 
manufacturers, local jobbers have made 
a slight reduction in their quotations 
on certain types of screen door hinges. 
The new prices follow: 


We quote from Boston jobbers’ 
stocks: 
Screen Door 

$15.56 per gross pair net; 
$19.56. 


SCYTHES AND SNATHS.—Somewhat 
more buying of haying tools is noted. 


structurals, 


158J, 
151J, 


Hinges.—No 
No. 
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Parallel Sliding Doors are often the best solution 
to a garage door problem. For the multiple-car 
garage they are particularly practical, sliding par- 
allel on two or three tracks, all the hardware being 
protected, no weather strip being necessary. This 
is a popular type of R-W garage door hardware, 


ideally suited to various doorway conditions. 
nny 7 


_ 


Blasi 
= 


Slidaside: Here is the correct door hardware for 
garages not deep enough to fold the doors inside. 
Slidaside equipped doors slide around the corner, 
flat against the wall. They can be used for two- 
car garages by sliding to both walls, regardless of 
the distance from jamb to wall. 

Both Slidaside and Slidetite equipment provide 
for an entrance door — no separate entrance is 
needed. 
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Hardware for every modern 


DooR-Way 


BUILDING is no more useful than its doors. What- 

ever your doorway problem may be, it can be solved 
with R-W hardware, exclusive designs perfected by R-W 
door engineers. 


Take garage doors, for example — three typical conditions 
are pictured on this page. The large illustration shows a 
large garage whose doors are hung with R-W Slidetite hard- 
ware. Not only are the doors protected from all effects of 
weather, by opening inside, but there is no center post — 
the passageway is wide, clear and unobstructed. 


Garage doors that open out invite trouble. Not so with 
Slidetite equipped doors which slide and fold snugly back 
against the wall. Wind cannot blow them shut; ice and 
snow cannot impede their smooth, quick, easy performance. 
None of the hardware is exposed to the ravages of damp 
weather. Slidetite adjustments take care of all door swelling 
and shrinkage. Doorways with 2 to 10 doors and up to 30! 
wide can be equipped with Slidetite hardware. 


Every single doorway need can be met with R-W hard- 
ware, the largest and most complete line manufactured. 
Have no hesitation in telling us your problems, and we will 
gladly make recommendations to help you. 





New York - AURORA, ILLINOIS, U.S.A. - - - chicago 
Boston Phltadelphis | be ee FO Cincinnat Eadingapotte St. Louis New Orleans Des Moines 
Minneapolis Kan geles San Francisco Omaha Seattle Detroit 


Montreal - sacmianne- “WILCOX OK CANADIAN co., LTD. LONDON, ONT. + Winnipeg 
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While weather conditions have been 
unfavorable for a lot of things so far 
in 1927, they have been excellent for 
the hay crop, which promises to be one 
of the largest ever grown in this section 
of the country. Cutting is going on in 
many sections even at this early date. 


We quote from Boston jobbers’ 
stocks: 

Scythes.—North waype . Co. 
Little Giant, Grade A, No. $16 per 
doz. net; Clover Leaf, Now ‘England 
pattern B, No. 1 finish, $13.50; bram- 
ble, North Wayne Tool Co., $16.50; 
brush, North Wayne Tool Co., $16.50, 
Clover Leaf, 

Snaths.—Ash, No. 50, a. 50 per doz. 
net; brush, No. 105, $16 


SHEARS.—One of the largest local 
jobbing houses, in speaking of shears, 
says: “We have had a whale of a sale 
on grass shears this season. The ac- 
tivity is due to beautiful lawns made 
possible by the abundant moisture this 
spring.” 
We quote from Boston jobbers’ 





stocks: 

Shears.—Grass, special, 2.50 per 
doz. net; No, 14, $3.50; No. 1, $2.75; 
No. 1360, $4: No. 0267E, $6. Disston, 
No. 1105, $11,75 per doz. net. Sheep 
shears, No. 057E, $8 per doz. net; 
No. 055E, $7.50. 

Shears.—Lawn, No. 106, $3 each 
net hedge, No. 100L, $1; No. 100, 
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7-in., $1.30; 9-in., $1.65; No. 101, 9-in., 


$1.75; border, No. 104, 9-in., $3; No. 
105, 9-in., $3.50. No. 2, 90c. Ladies 
or rose, $6 per doz. net. No. 117, $8. 


STAINLESS STEEL.—A new number 
of stainless steel knives and forks is at- 
tracting a big following throughout 
New England, according to jobbers. 
The knives have ivory handles, stain- 
less steel blades, nickel plated bolsters 
and come in sets of eight, and are 
known as No. B7020. The cost is $3.75 
net per set of eight pieces in a display 
box. Forks are priced the same and 
also come in units of eight. 


STONES.—In common with that for 
scythes, forks, etc., there is a very good 
call for stones, although the average 
retail store is buying conservatively. 


We quote from Boston jobbers’ 
stocks: 

Stones.—Western Red End, $1.10 
per doz, net; Berea, $1.60: Star, $1.35; 
round Bnglish, 12-in., $2.25; Pike 
chocolate, No. 1, $1.70; Green Moun- 
tain, $10.80 per gross net; Black Dia- 
mond, $17 per gross. Carborundum, 
No. 198, $1.95 per doz.; Old English 
Carborundum, No. 203, 43c. each. 

Rifles.—No. 2, $1 per doz., net. 


WASH BOILERS.—People who are 





about to open their summer homes or 
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already have done so, in a great many 
cases find it necessary to invest in a 
wash boiler. Jobbers are therefore se- 
curing some fairly good orders from 
numerous retail firms. 


We quote from Boston jobbers’ 
stocks: 


Wash Boilers.—Tin, No. 81X, $23 
per doz, net; No. 81XX, $27.75: No. 
91X, $24: No. 91XX, $29.45. 


WIRE CLOTH.—Wire cloth is selling, 
but in a hand-to-mouth way, the buy- 
ing, generally speaking, representing 
the replenishing of sizes and styles 
bought earlier in the year by the retail 
trade, that have gone into public use. 


We quote from Boston jobbers’ 
stocks: 
Wire Cloth.—From store, per 100 


sq. ft. bronze, 14 mesh, $5.75; 16 mesh, 
6.10; copper, 14 mesh, $5.25; 16 mesh, 
5.50; black, 12 mesh, $1.90; 14 mesh, 
$2. 30: Apex dull galvanized, 14 mesh, 


$2.65. 
Direct shipments, f.o.b. mill, per 
100 ft. roll sizes 22 to 48 in., black 


12 mesh, $1.75; 14 mesh, $2.15: dull 
galvanized, 12 mesh, $2; 14 mesh, 
$2.40; 16 mesh, $2.70; bright galvan- 
ized, 12 mesh, $2; 14 mesh, $2.40: 16 
mesh, $2.70. Bronze, bright and dull 
finish, 14 mesh, $5; 16 mesh, $5.35: 
mesh, $5.75. Copper, bright and ull 
finish, 14 mesh, $4.50; 16 mesh, $4.75; 
18 mesh, $5. 

Extras.—Sizes 18 to 20 in., 
100 ft. 


5c, per 
Wider than 48 in., 25e., 





CLEVELAND, OHIO, June 28.—Business with jobbers is fair, but 
hardly up to normal for this time of the year. 
policy of buying seems to have become pronounced among retailers 
and salesmen have to work harder than usual to get orders. 
competition is very keen, prices are being well maintained. Re- 
tailers are buying what they need to fill in their stocks but are show- 
ing no interest in seasonal merchandise for fall delivery. With 
the seasonal demand for spring merchandise about over Cleveland 
retailers report some slowing down in business. 

A few price changes were made during the week. White lead has 
declined 34 cents per pound. Turpentine is also sharply lower. 
Soil pipe as been marked down and sash cord and corrugated roof- 


ing have advanced. 


Collections are quite satisfactory, showing considerable improve- 


ment over a few weeks ago. 


Cleveland Retailers Report Some Slowing 
Down in Business—Some Price Changes 


(Cleveland office of HARDWARE AGE) 


The hand-to-mouth 


While 





AUTOMOBILE TIRES AND ACCES- 
SORIES.—Jobbers report a satisfactory 
volume of tire business, although the 
volume is not quite as heavy as a year 
ago. Stoves, cots and other touring 
equipment have commenced to move. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland. 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, $8.75; 32 x 4 in. Liberty cord, 
$11. 15; heavy duty oversize, $21.25; 
balloon tires, 27 x 4.40, $9.15; 29 x 
4.40, $9.65; 30 x 5.25, $15.95: 32 x 6, 
heavy duty, $22.50; 32 x 6.20, heavy 
duty, $26.75; tan tubes, 30 x 3%, 
$1.60; 32 x 4, $2.50; 34 x Hed $3.10; 


32 x 6, $3.10; 3 ; 

e quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 





than 50; Champion X spark plugs, 





45c. each for less than 100, and 4lc. 
each for over 100; Champion regular, 
53c,. each for less than 100, all sizes; 
50c. each for over 100. 


AXES.—The demand has picked up con- 
siderably the past week or two. Sales 
are mostly for fall delivery. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.: double bitted, handled, $24.50 per 
doz.;: double bitted, unhandled, $20 
per doz.; 60c. increase for dozen lots 
weighing 42 to 48 lb., and similar ad- 
vance for each 6 lb. additional weight 
increase. 


BUILDERS’ HARDWARE.—Buying is 
largely of a hand-to-mouth character. 
Prices are holding to recent quotations. 


Cleveland jobbers quote in case 
lots lock sets, $5.75 per doz.: heavy 





strap hinges, 6-in., $1.45 per doz.; 





Reading matter continued on page 50 


8-in., $2.38 per doz.; extra heavy T 


hinges, 6 in., $1.73 per doz.; 8-in., 
$2.80 per dozen. 

Butts, less than case lots, 3-in., 
15%c. per pr.; 3%-in., 1l6c. per pr.; 
4-in., 22c. per pr. 


BOLTS AND NUTS.—The demand is 
fair. “ Some complaint is coming from 
jobbers that manufacturers are taking 
small lot business which should go to 
the jobbers. Manufacturers are naming 
the present discount for the third quar- 
ter contracts. 


Jobbers quote f.o.b. Cleveland: 
Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts at 60 and 5 per cent off list. 
Bolts with rolled thread 60, 10 and 5 
per cent off list. Stove bolts 80 per 
cent off list. Semi-finished nuts in 
packages 60 and 10 per cent off list. 


BATTERIES.—The demand is rather 
slow. Prices are unchanged. 
Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 


Unit Broken 

Packages Lots 

a: Mn? ese sgwieceeteus 14 i 22 
cn éé¢eidessdeneds 1.30 40 
2 Ce ceccuedus auntie 2.44 2 62 
i? a: cet eaehaad bad 3.17 3.40 
ts Se uddvngede ous seal 3.33 3.58 
Dry cell A _ batteries, No. 7111: 
35%c. in standard packages; 40c. in 


broken lots, Columbia igniter dry cell 
batteries, 32%c. in standard pack- 
ages; 36c., broken lots. 


BINDER TWINE.—Considerable busi- 
ness is coming from retailers who did 
not buy early. 


Cleveland jobbers quote binder 
twine at $6.48% per 50-lb. bale, Cleve- 
land, and $6.371%%4, Chicago and North 
Plymouth, Mass. Auburn, N. Y., has 
— eliminated this year as a basing 
point. 


CIDER MILLS AND WINE PRESSES. 
—There has not been much movement in 
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93—Window Brush. Grey 

hair body, black hair casing 

—length of hair 2’2’’—A very 
popular number. 





Dependable Brushes 


Dependability is an attribute of the Osborn line 
of brushes that is a source of constant satisfaction 
2—Milk Bottle or 
to both merchant and customer. i eh Radel 
Black China Bristle, 
heavily filled and wire 
wound. Brush part 
2%" diameter— 
overall length 9’’. 


Osborn maintainsa standard of qualityin materials 
and workmanship that varies only in the direc- 
tion of longer wear and greater usefulness. 


More than 30 years of brush-making experience 
is embodied in the design and construction of 
every Osborn Brush. 





THE OSBORN MANUFALTURING LOMPANY ena lin ae 
mconsonared Fibre, staple set in hardwood 

5401 Hamilton Avenue Cleveland, Ohio block. Width of face 5”, 
length 10”. Flaring wings 

_ _ Branch Offices: make it easy to get into 

New York, Detroit, Chicago, San Francisco, Los Angeles corners. An ideal Can scrub. 





416—Scrub. Made of Pal- 
metto Fibre, heavily filled and 
staple set. Brush part size 
4” x 5’—overall length 10”. 





16 — Floor Brush. 
Made of pure black 
horse hair—staple set. 
A high grade brush. 
Widths, 14” to 24”. 





A BETTER WEARING BRUSH FOR EVERY USE 
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these lines since the recent establish- 
ment of prices for the season. 


Jobbers quote f.o.b. Cleveland: 
Grape and wine presses, No. 1A, $7 
each: No. 2C, $9.25 each: No. 3. 
$14.35 each; No. 5, $23 each: cider 
mills, No. 8, $14.25 each; junior, $19 
each; medium, $22.75 each; senior, 
$33 each. 
CORRUGATED ROOFING.—tThe de- 
mand is moderate. Jobbers have ad- 
vanced prices 10 cents per square, this 
having evidently resulted from higher 
prices on galvanized sheets. 

Cleveland jobbers quote No. 28 gage 
1%-in. corrugated roofing at $4.11 per 
square, f.o.b. Pittsburgh. 

CHERRY STONERS.—tThese are still 
quite active. 

Jobbers quote cherry stoners, f.o.b. 
Cleveland: Brighton, $8.50 per doz.: 
Dandy, $10.50 per doz.; Enterprise, 
japanned, $11.50 per doz.; Enterprise, 
tinned, $15 per doz. 

FLY SWATTERS.—While the demand 
is fair, sales have not been as good this 
vear as a year ago. 

Cleveland jobbers quote 
ters, short and long handled, 60 cents 
per doz.: long handled with wood 
grip, 70 cents per doz.; long handled 
sanitary, 80 cents per doz. 


GLASS BAKING WARE. — Current 
business is rather light, but jobbers are 
starting to take orders for new pat- 
terns for shipment, and stimulation in 
buying is looked for. 


Jobbers quote f.o.b. Cleveland: 
Casseroles.—Round or oval, 1-at., 
$1.17; 2-qt., $1.33; 2% -qt., $1.66: 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 
Pie Plates.—8-in., 50c.; 
10-in., 67c. 
60c.: 
231, 67c.: 


fly swat- 


§-in., 60c.; 


No. 214, 
No. 


$2: 


Bread Pans.—No. 212, 


91c. 

Utility Dishes.—No. 
232, sue 

Tea Pots.—2 
6-cups, $2.33. 


HOSE REELS.—tThese are still selling 
well, 


cups, $1.67; 4-cups, 


Cleveland jobbers quote all metal 
reels with galvanized drums at $18 
per doz, for the plain reel and $21 
per doz. for reels with ratchet. 


ICE CREAM FREEZERS.—Orders, 
which have been rather light, show 
quite an improvement. 


Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 
White Mountain, 2-qt., $5.65 each; 
4-qt., $8.25 each; 6-qt., $10.45 each; 
8-qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2-qt., $5.50 each; 4-qt., 
$8 each; 6-qt., $10 each; 8-qt., $13 
each; subject to a 55 per cent dis- 


$5.50 each; 4-qt., $8 
$13 each: 
per 


count. 

ay 2-qt., 
each; 6-qt., $10 each; 8-qt., 
subject to ‘discounts of 55 and 7% 





cent. 
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in half dozen lots, $8 


2-qt., 
$8.40 


in broken packages, 


Acme, 
per doz.; 
per doz. 


ICE SKATES.—Retailers are showing 
little interest in buying for fall ship- 
ment. 


Cleveland jobbers quote Alumo 
skates, standard polished, $6.75 per 
pair; special satin, $5.50 per pair; 
Crusader, men’s and women’s, $4 rer 
pair: professional hockey, $8 per pair. 


LAWN HOSE.—Many retailers did not 
place future orders, and these have 
come in the market lately. As a result 
the demand is quite brisk. 


Cleveland jobbers quote standard 
%-in. double braid molded hose at 
9%c, per ft.: the same in higher 
grade, 10%c. per ft.; standard %-in., 
lle. per ft. 


LEMON SQU 
good. 


(‘leveland 
squeezers, 
common glass, 


NAILS AND WIRE.—The demand is 
rather dull. Prices are being main- 
tained. 


Jobbers 
stocks: 

Nails.—Less than car lots, $2.90 per 
keg: No. 9 galvanized wire, $3.35 per 
100 Ilb.: No, 9 annealed wire, $2.90 per 
100 Ib.; cement-coated nails, $2.90 per 
100 lb.; polished fence staples, $3.60 
per 100 Ilb.; galvanized fence staples, 
$3.85 per 100 Ib. 

Barbed Wire.—Barbed wire stock 
shipment, Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 80- 
rod spool. 


OIL AND GASOLINE STOVES.— 
These are in fair demand. 
oil stoves f.o.b. 


Harvard, 2-burner, $11.75 each: 3- 
burner, $14.75 each; 4-burner, $18.85 
each: Harvard range, $48. 


PAINTERS’ SUPPLIES.—White lead 
has declined %c. per lb. and turpentine 
is lower. A good volume of painting is 
being done and the demand for painters’ 
supplies continues fairly good. 


Cleveland jobbers quote as follows: 
Mixed aints, regular shades, best 
grade, $2.90 to $3 per gal. in 1 gal. 
cans. Outside white, $3 to $3.15 per 
gal. in 1 gal. cans. 

Turpentine in bbls., 70c. per 
less than bbl., 85c. per gal. 

Linseed <= in bbls, 99c. 
less than $1.14 per gal. 
3c. extra bam gal. 

White lead in 100-lIb. celle 13%c. 
per Ib.; in 50 and 25-lb. kegs, 1l4c. 
per lb.; in 12%-lb. kegs, 14%c. per 
lb. Quantity discounts 500 Ibs, to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 


POULTRY NETTING AND WIRE 
CLOTH.—Wire cloth is moving moder- 


are 


jobbers quote lemon 
Sunkissed, $3.60 per doz.; 
85 cents per doz. 


quote as follows’ from 


Jobbers quote 


Cleveland: 


gal., 


per gal., 
Boiled, 
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ately well, but seasonal buying of poul- 
try neeting is about over. 

Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sa. 
ft.; 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft.; 16 mesh, $2.75 
per 100 sq, ft.: bronze, 14 mesh, $9.50 
per 100-ft. rolls; 50-ft. rolls, 10¢. ad- 
ditional. Poultry netting galvanized 
after weaving, 50 and per cent 
off list: galvanized before So gta 
50, 10 and 7% per cent off list 


PREPARED ROOFIN G.—This 
fair demand. 


Cleveland jobbers quote light as- 
phalt roofing at $1.10 per roll; me- 
— $1.30 per roll; heavy, $1.55 per 
roll. 


ROPE.—Jobbers are getting a moder- 
ate volume of business in pick-up or- 
ders. 


Cleveland jobbers quote best grade 
of manila rope at 23%c. per Ib. for 
factory shipment and 24c. per Ib. for 
stock shipment; sisal rope, 15%4c. per 
lb. for factory shipment and l6c. for 
shipment from stock; fodder twine, 
21 oz. and coarser, llc. per Ib. 


STEEL SHEETS.—Sales are rather 
light for this season of the year. 
Prices are unchanged. 


Cleveland jobbers quote out of 
stock: No. 24 galvanized sheets, $4.40 
per 100 Ib.; No. 24 black sheets, $3.65 
per 100 Ib. : No. 10 blue annealed 
sheets, $3.25 per 100 Ib. 


SASH CORD.—Prices have advanced 
2 cents per lb. 


Cleveland jobbers quote competi- 
tion sash cord, 30c. per Ib.; better 
as. 34c. per lb.; Sampson, 62c. per 


SOIL PIPE.—A 10 per cent reduction 
has been made by manufacturers and 
jobbers. 


Cleveland jobbers quote extra 
ey soil pipe at 62 per cent off 
Ss . 


SCREWS.—Following a rather irregu- 
lar price situation, a reduction of about 
10 per cent has been made. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Flat head bright 
wood screws 80 and 10 per cent; flat 
head japanned, 67%, 20 and 25 per 
cent; round head blued, 72%, 20 and 
25 per cent; flat head brass, 72%, 20 
and 25 per cent; round head brass, 
70, 20 and 25 per cent, 


SWEEPERS.—Orders are not as plen- 
tiful as they were earlier in the season. 


Cleveland jobbers quote . Bissell 
standard japanned Sweeper with plain 
bearings, $36 per doz.; Grand, with 
ball bearings, japanned, $60 per doz.; 
Universal, japanned, with ball bear- 
ings, $42 per doz. 

Toy carpet sweepers: Little Helper, 
$2 per doz.; Little Gem, $3.75 per 
doz.: Little Jewell, $10 per doz.; The 
Junior, $16 per doz. 


is in 





Handy Balloon Tire Jack 
Combines Important Features 


A double lift balloon tire jack in which 
both screws operate in unison and the point 
of operation remains stationary at all times, 
is now being manufactured by the Miller 
Co. of Miller Falls, Mass. 

The specifications claimed by the manu- 
tacturers are: The jack will lift one ton, 
all parts of steel, castings of malleable 
iron, and the angle on the pinion shaft 
made a 10 degree angle so that the handle 
will clear the lowest bumpers or tire racks. 


| 





This jack, No. 135, has a minimum height 
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of 7 inches, a lift of 94 inches, making the 
maximum height of 16% inches. The handle 


extends to 36 inches, yet can be folded and 














stowed away, measuring only 18 inches 
when folded. The jack is painted black 
with red saddle type cap. Weight with 
handle, 714 lb., coming packed 12 in a case. 


Harmonica Lessons Given in 
Hohner’s Descriptive Book 


M. Hohner, Inc., has issued a very in- 
teresting book entitled, “How to Play the 
Harmonica.” 

It contains illustrated lessons for the 
beginner, articles on how to perfect tech- 
nique, how to play a melody and how to. 
secure the vibrato and artistic effects. 
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Verified Retail Store News Notes 


Miller Paint & Wallpaper Co. have succeeded the hardware and 
paint firm of Koons & Saul Co. at 249 E. Main St., Chatta- 
nooga, Pa. 

Hildebrand’s Cash Hardware has taken over the business of 
Gus E. Wohler, 4160 Washington Ave., North, Minneapolis, Minn. 


Cc. W. Simpson of Loudon, Tenn., will soon occupy a new two- 
story building now in the course of construction. 


Allegan Hardware Co. of Allegan, Mich., are closing out stock 
in preparation to discontinuing business. 

The Schlenker Hardware Co., 215. W. Liberty St., Ann Arbor, 
Mich., has recently increased the capital stock of the company to 
$200, 000. 

Robert Moore has opened a retail hardware store under the 
name of Downington Hardware Co. at 145 W. Lancaster Ave., 
eye Pa. 

E. Fox has sold his business in Bippus, Ind., to Hite Wade 
& Ko of Uniondale, Ind. 


W. P. McConnell has taken over the Variety Store at 1948 Mon- 
terey Ave., Chicago, II 

Nemmers Hardware is now conducting the business formerly 
run by C. J. Dammen. 

March & Corning, of Cedar Falls, Iowa, have succeeded the 
H. J. Ehrig Co. They have taken over the latter’s stock of 
plumbing supplies. 

East End Hardware Corp. has recently been incorporated to 
continue the business of A. O. Jones at East Hampton, L. 

T. Swasey Co. announce that their location is the same, 
01738 } iP River Ave., but that Redford, Mich., has been an- 
nexed to Detroit, making it a Detroit address. 


The Smith Lumber Co. has recently opened a new store at St. 
Clairsville, Ohio. 

Reinhard & Shay have succeeded to the retail hardware busi- 
ness of C. G. Campbell at 17 N. 9th St., Lebanon, Pa. 


Haverhill Hardware & Plumbing Supply Co. has recently 
opened a store at 15 Washington Sq., Haverhill, Mass. 

Ray L. Manchester has purchased the interest of his partners, 
D. A. & A. D. Forbes of the Manchester-Forbes Hardware Co., 
East Hampton, Mass. 


J. W. Wilcox has succeeded H. A. Lyon in Whitten, Iowa. 


J. R. McLaurin, president of Lake Superior Lumber Co., Kan- 
opolis, Kans., has purchased Weber & Co. of that place. 


Kirchner & Biggs has taken over the business formerly con- 
ducted by Wm. Kirchner in Redmon, III. 

Jarrell & Trussell have succeeded to the business conducted by 
I. F. Peebles, Butler, Ga 


Theodore Erickson of P. O. Box-Cashton, Portland, Wis., is now 
conducting the busines of Olson Bros. in that place. 


E. L. Grundmeir is now conducting a retail hardware store 
at Lost Nation, Iowa. 

Cc. W. Perine, conducting a retail hardware business in his new 
quarters at 231 Walnut St., Grafton, W. Va., will shortly add fur- 
niture to his hardware line. 

Schmidt Hardware Co. of Park Falls, Wis., has succeeded the 
Park Falls Hardware Co. 

Lehigh Hardware & Supply Corp., formerly at 211 Bowery, 

. Y. C., have leased the building at 191 Bowery, N. Y. C., and 
are conducting both a wholesale and retail business. 

Ernest Schacht, in business at 9408 Ave. L, Brooklyn, N. Y., 
will erect a $15,000 building at 9410 Ave. L, Brooklyn, N. Y. 

Isadore Seid! has succeeded to the business conducted formerly 
by Jo. Reinert in Hewitt, Wis. 


Judson’s Hardware of Big Rapids, Mich., has recently lost its 
owner, Charles P. Judson. 

Cc. H. Kugler & Co. announce that their address has been 
changed. Redford, Mich., has been annexed to Detroit, Mich. 
oa, CTOs address is now 21641-51 Grand River Ave., Detroit, 

ch. 

Ben L. Quirt, hardware dealer of Genesee St., Iron River, Mich., 
will soon erect an addition to the present store. 

Jos. O. Collins, Hardware, has succeeded to the business of 
M. O. Collins & Sons in Whittmore, Mich. 

Schafer Hardware Co. has succeeded the business of Schafer- 
Summers in Hurley, Wis. 

Albert Mauler has taken over the business of John Mauler at 
1803 S. East St., Indianapolis, Ind. 

George L. Wells is now conducting the business formerly run 
by F. F. and W. Symons in Arlington, Cal. 

The Yahn-Jones Hardware Co., Inc., is the new name for the 
old established firm known previously as Harbison-Yahn Hard- 
ware Co., Inc., of Ellwood City, Pa: 

N. A. Honeywell, 5554 Lennox Ave., Inglewood, Cal., has suc- 
ceeded to the business of J. J. Davey Hardware Co. The busi- 
ness is now known as Honeywell Hardware. 

Sturgis Hardware is the new name for the business conducted 

W. B. Sturgis Sons in Shelbyville, Ind. 

Walter R. Strehlow of Cudahy, Wis., is now conducting the 
“— of Paul Strehlow. 

R. Sorenson Co. of Ringle, Wis., has succeeded to the business 
of 7 Cc. Lemko of that place. 








JS 


VACUUM 
FREEZER 


Self-Freezing 


A popular seller, because Everybody’s 
Vacuum Freezer perfectly fulfils the 
modern woman’s demand for release 
from drudgery. This wooden-tub freezer 
does all the hard work, and the whole 
family derives the benefit. 













BUY FROM YOUR JOBBER 


as we ee oe, ee ee 














PAINE TOGGLE BOLTS 


“The Most Practical Toggle” 
The Toggle with the “Spring 1 


ANY STYLE HEAD 
ANY LENGTH BOLT 


Nickel Plated or Galvanized. 
Having Tried the Rest. 
NOW—BUY THE BEST 
Simplest and Quickest 


Samples on request. 
No charge. 





The Paine Company, 2951 Carroll Ave., Chicago, IIl. 


79 Barclay St., New York City, New York. 
Stock Carried 1 918 Bryant St., San Francisco, Calif. 























518 Terrace ‘ormerty  Sehesier's Sons) Buffalo, N. Y. 
Sc en 





Beaouy RE 


A BETTER WIRE CLOTH’ 


“Buffalo” standard hardware 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh, uni- 
form _ selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 
wire. 

Write today for catalogue No. 8-A.B 


BUFFALO WIRE WORKS CO., INC. 









Pitty 





The imposing, nation-wide list of jobbers handling A-P 


lines is staunch proof of the fact that Allith-Prouty leads 
in Garage Door Hardware, Door Hangers, Overhead Car- 
riers, Fire Door Hardware, Rolling Ladders, Spring Hinges. 


Keep an A-P catalog handy. It will help close 
many money-making hardware jobs. Write for 
your copy today and name of nearest A-P jobber. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 
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Pittsburgh Reports Business Quiet— 
White Lead Down “4c Lb. 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, PA., June 28.—Hardware business as a whole is not 
of joy-provoking proportions, since the demand for seasonal mer- 
chandise is only moderately active, and as yet there is little ad- 


vance buying of fall goods. 


There has been some quickening in sales 


as compared with the recent past is some items, notably haying tools 
which are stimulated by the fact that there has lately been some 


haying weather. 


Rising temperatures also have brought some in- 


quiries for electric fans and there is increased interest in vacuum 


bottles, jugs and other automobile touring accessories, 


since the 


schools are closing and there is an increased amount of motor tour- 
ing. Jobbers still report a good movement of screen wire cloth 


and the paint business is active. 


Important price changes are few, 


the only one of that category being a reduction of 34c. per pound in 
the price of white lead to the lowest basis that has been seen in sev- 


eral years. 


Collections still leave much to be desired. 





ALCOHOL.—Local jobbers are asking 
57c. per gal, for denatured alcohol for 
later delivery. Last year early busi- 
ness was taken at prices ranging from 
35c. to 38c. Flood damage in the lower 
Mississippi, it is believed, will shorten 
the Louisiana sugar crop and, inci- 
dentally, the production of black strap 
molasses, from which the alcohol is 
distilled. 


AUTOMOBILE ACCESSORIES.—The 
year to date has made a rather poor 
showing as compared with the same 
period last year, and it is not helpful 
to the prospect that the new Ford 
model is to have as standard equip- 
ment many things which buyers had 
formerly to buy. Jobbers quote: 


Prices from jobbers’ stocks, f.o.b. 
Pittsburgh, follow: 

Spark Plugs.—A. C., lots of 10 to 
90, 53c. each; lots of 100 or more, 50c.; 
A. C. No. 1075 for Ford cars, lots of 
10 to 90, 36c. each; lots of 100 or 
more, 34c. 

Lamps.—21 cp., 6-8 volt, list price, 
35c. each; 3 cp., 6-8 volt, list price, 
18c, each, subject to a discount of 30 
per cent in lots of less than 50, and 
40 per cent for lots of 50 or more. 

Speedometers.—A. C. for Ford cars 
list price, $10 each. 

Tire Gages.—Schrader, high pres- 
‘e, lots of less than 10, $1 each; 
lots of 10 or more, 95c.; balloon tire, 
lots of less aan 10, $1. 13; lots of 10 
or more, $1. S. Standard, lots 
of less Ry Xo. “ie 10; lots of 10 or 
more, $1. 

Motor Oil.—Vacuum Oil Co., in 10- 
gal. steel drums, with faucet, grades 
A, E and Arctic, $10.50 list; B, $13.70 
list, less 25 per cent. 

Motor Meters. — Standard makes, 
lots of less than 10, 30 per cent off 
list; lots of 10 to 19, 35 per cent off 
list; ~ ‘7 of 20 or more, 40 per cent 
off lis 

Windshield Cleaners. — Trico, uni- 
versal automatic cleaners, $3.25 each. 


Jacks.—Millers Falls No. 145, $3.75 
each. 
Pumps.—Anthony line, $2.20 each. 


Chains.—Single pairs, 30 per cent 
off list: lots of 10 to 50 pairs, 35 per 
cent off list; lots of 50 pairs and over, 
40 per cent off list. 


AUTOMOBILE TIRES AND TUBES. 
—Tire business is rather slow, but 
some stimulus has been given tube 


business with a special of Mansfield red 





tubes, 30 in. x 3% in. at $1.15 in dozen 
lots and of 29 in. x 4.40 in. at $1.55. 
BATTERIES.—Steady demand _  con- 
tinues for dry cell batteries, prices of 
which are unchanged. Jobbers quote: 


Broken Unit 
Pac mages Packages 
No. 163 eeeeeececees 05 $0.97 
a Mh énwbeehew a 3.85 3.33 
No. AR 1.22 1.14 
No. a 7 —— Ea 1.22 1.14 
a eer .40 1.30 
No. 2a 2.62 2.44 
No, ae: 2.62 2.44 
Ss 2a 3.40 3.17 
No. Sa a .42 39 
ee: ae .40 36% 
No, 6 dry cells, ignition type unit 
packages, 32%c. each. 
Flashlight.—No. 935, 9%c. each; 
No. 950, 9%4c No. 790 18%c.; No. 
705, 28c.; No, 750, 18%4c. No. 751, 25c. 
Hot Shot. —No. 1461, $1.67; No. 
1661, $2.37. 


BOLTS, NUTS AND RIVETS.—tThere 
are intimations that half the manufac- 
turers of bolts and nuts are willing to 
concede the argument of jobbers that 
the extra charge of 10’per cent for 
broken cases is unjust and to waive this 
charge, but there has been no formal 
announcement of any such intent by 
makers who have opened books for 
third quarter business, and are con- 
tinuing the April 1 prices and dis- 
counts. Jobbers still have considerable 
tonnage due them on second quarter 
contracts, carrying lower prices, and 
since there is no threat of cancellation 
for failure to specify, they seem dis- 
posed to let the orders remain for later 
specification. Third quarter contract- 
ing lacks the stimulation of an advance 
in prices. Jobbers are not having many 
large demands. They quote: 


Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 62% per 
cent off list: stove bolts. 75 and 10 
per cent off list; tire bolts, 50 and 10 
per cent off list. 

Nuts.—aAll styles, 62 
list. 

Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and _ tinners’ 
rivets, 60 per cent off list. 


BUILDERS’ HARDWARE.—Business 
is good, but hardly equal in volume to 


1% per cent off 
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that at this time last year. There is a 
fair measure of steadiness to prices. 
Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $17 per 100 pair; 
+. ® in. $17.50; 4 in. x 4 in., 

ibdnnicittndiens strap, 6-in., $1.47 
per doz.; 8-in., $2.47; 10-in., $4.14; 
extra heavy, T, 6-in., $1.87 per doz.; 
8-in., $3.18; 10-in., $4, 48; light strap, 
with screws, packed one pair in a 
box, 3-in., $9. 27 per 100 pair; 4 in., 
$11.20; light, T, 3-in., $10.67 per 100 
pair; 4-in., $12.50. 

Hasps. — Hinge, without screws, 
single dozen lots, 3-in., 64c. per doz.; 
4% in., 76c.; 6-in., $1; safety, 3-in., 
ai ée per doz.; 4%-in., $1.14: 6-in., 


Garage Sets.—Swinging hinges, 10- 
in., $2.50 per set. 
ELECTRIC FANS.—Warm weather is 
beginning to direct attention toward 
means of comfort and electric fans are 
one means. Jobbers quote: 


Polar Cub black, 6-in., each in 
lots of 12, $2.85; 8-in., . a. lots 
of 12, $3; 10-in. stationary, $4.60, in 
lots of ‘. = 35 oscillating, $7, in lots 
of 6, $6. 

HAYING "TOOLS.—Those items have 
been helped in sales by the fact that 
lately there has been favorable haying 
weather. Jobbers quote: 

Forks.—Three-tine, $7.45 
per doz.; 4-tine, $13.32 to 
forks, double harpoon, No. 313, $1.60 
each; single, No. 319, $3.50. 

Rakes.—No. 2, $3.25 per doz.: No. 


= 

Carriers.—No. 5, $7 each; No. 20, 
$7; _ track for No. 5 carrier, 18c. 
per 


HOSE AND SPRINKLERS.—Good de- 
mand still is noted locally for these 
items, which jobbers quote: 


x 3% in., 


to $15.60 
$14; bale 


cle gy $6 per doz.: Rain 
King, $2.3 = seen luvius, $1.15; two 
purpose, $1.3 

Sprinkling ine —4 qt., $6 per doz.: 
6 ft., $6.60; 8 qt., $8.10; 


$7.70; 10 qt., 
$12.60. 


12 at.. $10; 16 at., 

Hose.—In 250- ft. reels, % in., ty 
per ft.: 5% in., 10¢. ; : 4 in., lie.: 
50-ft. lengths, 4c. ¥. ft. higher: 


Germ Spray nozzles, $6 a 
Hose Reels. —Victor, 
No. 2, $2.60; Reeleasy, $1. 


ORNAMENTAL FENCE. Fairly good 
demand continues for lawn fence and 
sales are steady and of fair-sized vol- 


doz 
$1 73 each; 


ume. Jobbers quote: 
Cyclone lawn fence, LX, 36-in., 
$7.25 per 100 lineal ft.; 42-in., $8.25; 


gates, 3 in. x 36 in., $2.70 each. 
PAINTING SUPPLIES. — Continued 
good business is reported. Lead has 
been marked down %c. per lb., but other 
items are holding at recent prices. 
Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gallon; 
lower grades, $2.25; white lead, 13%c. 
per lb. in 100-lb. lots: 10 per cent less 
in lots of 500 lb. or more and extra 4 
per cent less in lots of a ton or more; 
_turpentine, 75c. per gal. in barrel lots; 
raw linseed oil, 13.3c. per Ib. in barrel 


lots. 

SCREEN WIRE GOODS.—Excellent 
demand is reported for cloth and sales 
of screen doors and windows are steady. 
Jobbers quote: 


Wire Cloth.—Black, 12-mesh, $1.75 
per 100 sq. ft.; galvanized, 12-mesh, 
$2.10; bronze, 14-mesh, $5.50. 
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Pres 8 w= GQ 


THE ELASTIC TIP COMPANY 
@ | RUBBER GOODS AND SPECIALTIES | #* 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., BOSTON, MASS. 


¢{qet. -_. = @& 


“There is a Difference in Toast” GRANITE STATE 
LAWN MOWERS ~ 


A Complete Line 





















































Ball 
Bearing 
or 
Plain 
Easy to Use — Easy to Sell Bearing 


The “DOUBLE ACTION”’ Toaster 


The wedding bells will soon be ringing. Make Back of every Granite State Lawn Mower 
your cash register ring by filling that gift want are nearly 60 years of practical experience. 
with “DOUBLE ACTION” Toasters. 

Here is a toaster that is easy to sell because it 
is casy to use. It produces two slices of toast, 
evenly browned on both sides, without turning. 
No turning mechanism to go wrong, is an im- 





In every mower is the best of materials and 
workmanship. From every lawn mower 
your customers are assured of complete sat- 
isfaction and maximum wear. 


portant sales argument that means rapid turnover Styles for every requirement. Prices for 
for the dealer. every pocketbook. Cutting widths from 
Built solidly, _ attractive, and guaranteed, the 10 to 20 inches. We also make lawn trim- 
“DOUBLE ACTION” meets the demand for a better mers and edgers. Send for latest catalog. 
toaster, and sells itself. Ask your jobber or write for 
information. ; 4 ; : 
Granite State Mowing Machine Co. 
“DOUBLE ACTION” Electric Co. Hinsdale, N. H., U. S. A. 
Grand Rapids Mich. Nearly 60 Years’ Experience 
























Power without Powder 


Crosman 
Pneumatic .22 


The most outstanding development in the small bore field in years. 
Ask your jobber’s salesman or write us for full details. 


CROSMAN ARMS CO., Inc. 423 St. Paul St., Rochester, N. Y. 


70 West King St., Toronto, Ont., Canada 
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Doors.—Walnut stain, 2 ft. 8 in. x 
6 ft. 8 in., % in. x 3 in., $17.40 per 
doz.;: natural finish, % in. x 4 in., 
$23.50, with galvanized cloth $22, sub- 
ject to advances for larger sizes: 
steel bronze, plated wire grilles, $18 
per doz. 
Windows. — Harwood extension, 
No. 1233, $3.20 per doz.: No. 1533, 
$3.70; No. 1833, $4; No. 2433, $4.75. 
We quote from Pittsburgh jobbers’ 
stocks: 
SHEET METAL.—Resale prices on 
small quantities reflect the weakness of 
the primary markets. Fairly good busi- 


ness is being done. 


HARDWARE AGE 





VACUUM BOTTLES AND JUGS.— ee —— 45c. each 
Automobile touring season is at hand to $2.90 

and there is an increasing interest in 
vacuum bottles, jars and jugs, which 


jobbers quote: 


Vacuum Jugs, Jars and Bottles.— 
Little Brown jugs, $2.25 each: Alad- 


din jugs, $2.75 each; Universal 


No, 600, $4.40 each; bottles, pints, 

90c. each; quarts, $1.60 each; all steel, 

pints, og each: quarts, $5.40 each: 
- 49. 


2 at., $6 


WIRE PRODUCTS.—Business usually 
is quiet at this time of the year and 
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Bright nails, base, per keg, $2.85 






Stanley Works Design ‘ 
New Counter Display 







An attractive three color counter display 
carton to assist the dealer in selling the 





We quote sheet copper at 21%c. per 
Ib. from jobbers’ stocks in lots of 
300 Ib. or more and 25%c. per Ib. in 
single sheets: sheet zinc, llc. per Ib. 
in loose sheets, 10c. in 100-lb. casks: 
9.80c, in 300-lb. casks, and 9.80c. in 
600-Ib, casks. 


SHEET STEEL.—Demands upon ware- 
houses for sheet steel are more notable 
for their steadiness than size. 
prices are holding and so also are re- | 
sale quotations. | 


Prices out of Pittsburgh jobbers’ 
stocks: Galvanized flat, No. 24 gage, 
$4.85 base per 100 lb.: corrugated No. 
28 gage, 2% in., $4.55 per square: one 
pass cold rolled black, No. 24 gage, 
$4.00 base per 100 lb. Armco Ingot 
iron galvanized flat, Noa 24 gage, 
$5.65: Toncan metal galvanized flat. 
No. 24 gage, $5.65; all for lots of one 
to nine bundles. 


SCYTHES AND SNATHS.—Good de- 
mand recently has sprung up for these 
lines, with Austrian scythes showing up 
particularly well in the sales. Jobbers 
quote: 


Scythes, No. 46, $20 per doz.: No. 
6473, $13.50: snaths, grass, No. 50, 
$13 per doz.: bush, No. 100, $15. 


Mill 


this year is no exception to the rule. 
Mill prices, as they apply to the Pitts- 
burgh district, are fairly steady. 

be quote from Pittsburgh jobbers’ 

















Stanley Safety Hasp No. SC 917-4% is 
now being offered to the trade by the Stan- 
ley Works, New Britain, Conn. 











SOLDER.—The latest price on half and 
half solder is 42%c. per lb. out of local | 
warehouse stocks. The market has been | 
very erratic lately in sympathy with 
the base metals. | 





stocks: 
Fence Wire 
(Per 100 Ib.) Annealed Galvanized 
No, 6 to 9 gage...... $3.00 $3.45 
ht, Min - teen aneh ee meeeeiale ae 3.50 
J begeveteeeccdenl 3.10 3.55 
Mn esesteseecwenne 3.15 3.65 
a 4k «cveeteekiuues 3.25 3.80 
ah Mi osesgesdhecus on -iee 4.00 
DL At seseccethoute’ o. 4.25 
a: Be: seswdéacndbeddnes 3.75 4.45 
Barbed wire (per 80-rod spool): 
CE ccc cceeseceusesne es $2.90 
DP 7 <cdsseeecvee6eet eave 3.10 
es Me ~dbeiedeastedaes ee 3.35 
I ii nate ken oes 600 Me 
2-point cattle (special) ........ 2.20 
Field Woven Wire Fence (per 100 
rods): 
DE: Kec cueueeihyaveweseaiale $39.00 
EES: er eee ee 54.75 
Dt -.sr.cesnbbonad~sedwaede b's 27.10 
DE Wit cas eee gkned Ces 6a a ele 36.15 
DT i. cdvesbavanncatseneeene 35.00 
SY a ee er Pe eres 48.25 
| Poultry: 
| a a Pererrr rire rr $35.60 
TE Be arr rr re ee 43.00 
| SU FUP ‘Kees éeducoeedescctscsténes 48.5 
Steel Fence Posts: 
Galvanized Painted 
tubular formed 
Seer 50c. each 
eer. 55c. each 38c. each 
Pes covcasvawe 65c. each 40c. each 





The display carton is 103% inches long 
5% inches wide and 2% inches deep. It 
contains one dozen hasps, each packed in 
an individual box with the proper size and 
number of screws. 





In a “Little Spanish Town” ’ 


MERJCAN hardware products, 
Ait is well known, are sold the 
world over, and among the countries 
in which they are recognized as being 
of paramount quality is Spain. 

Here are two photographs taken in 
Barcelona. The one shown below is 
a street scene in that town, and the 





window display in the foreground is People are pretty much the same 
one of paints and brushes. The photo the world over when it comes to their 


to the right shows a close-up of 
the same store window and the 
product of a prominent Ameri- 
can brush manufacturer js easily 
distinguishable among the goods 
displaved. 

This picture 
demonstrates the 
value of manu- 
facturers’ sales 
helps and the 
American meth- 
ods of window 
display. Note 
how closely this 
window approx- 
imates the win- 
dows in our own 
country. 

The hardware 
store that used 
this display of 
American made 





An Actwa/ 


brushes reports that responsiveness to selling effort on the 
the results were part of the manufacturer, jobber or 


oa highly successful. dealer, no matter where they live. 
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‘How $30,000 Worth of “‘ Hardware” 
Is Merchandised 


(Continued from page 33) 


of chickens, leaving the receipts from all other crops and 
pigs and occasional yearlings, clear beyond and above 
every upkeep expense. He calls attention to a bit of 
sprightly advertising put out by the farmer. It is—“A 
dozen good eggs for every bad one,” and it is going over 
amazingly well, according to Bortz, who is keeping close 
tab on all farmers who are embarking in the poultry busi- 
ness, for he is anxious that they shall proceed along right 
lines. 

This is his third year—the second years’ total of chicks 
was twice that of the first, and the third year total already 
gives assurance of doubling the second year total—$7,500 
—$15,000—$30,000—the figures on the ledger for the re- 
ceipts from chickens and accessories only. “Remember, 
we sell hardware primarily. This chicken proposition is 
only a drawing card,” was his final remark. 





Appreciates “Hardware Age” Editorial 


Charles Kurzon, 97-103 East Houston Street, New 
York, writes in appreciation of a recent editorial in 
HARDWARE AGE: 

“Gentlemen : 

“I want to express my appreciation of the article on 
page 39 of your issue dated June 9, entitled ‘Lost, 
Strayed or Turned Away.’ 

“T have read this article carefully, and I believe it is 
very true. The situation described is always present 
and affects every man engaged in business. All my life 
has been spent on the floor, and I have thought about 
and studied this matter day and night. 

“TI would be pleased to have you visit our store and 
at your convenience discuss this matter with you. You 
have done an important work in bringing this matter 
to our attention. 

“Very truly yours, 
“CHARLES KuRZON.” 





Marking Systems 


A. C. Gradolph & Son of Petersburg, Mich., com- 
menting on a recent article in HARDWARE AGE, says: 

‘“‘We were interested in your article on page 108 of 
your May 26 issue of HArpware AcE, entitled ‘Simple 
System of Marking Hardware.’ 

“The system we use is of our own design and is a 
very simple one, we think. In marking tags to be at- 
tached to merchandise and on the boxes containing small 
articles, we write the name or intials of the firm from 
whom we bought the goods, date it by the use of figures; 
for example, an article that is invoiced to us as of date 
June 13, 1927, by Bostwick-Braun Co., we mark the 
article BBCo.61327, and our cost in characters and the 
selling price either in plain figures or characters as we 
deem best. 

“By the use of this system for a number of years 
we have been able to tell how long the goods have been 
with us, from whom purchased and their cost. 

“We submit this for what it is worth, and remain 

“Very truly yours, 
“A. C. GrapoLtpy & Son, 
“By A. C. Gradolph.” 
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Supremacy! 





ARCADE 


No. 4 CRYSTAL 
COFFEE MILL 





UAL 180 


Good Housekeepin 
>, ° Institute y 


(dmc by 
HOUSEKEEPING MACK 










Your customers will be interested in 
the many outstanding features that 
make the No. 4 Crystal Coffee Mill 
supreme in this line of hardware. 
Finished in either blue, white or black 
enamel. Adjustable grinding burrs, 
air tight glass cannister and graduated 
glass receiving cup. These are points 
of real merit that your customers will 
not overlook. Truly a handsome and 
serviceable mill! 


Arcade Crystal Coffee Mills have been 
reliable sellers for many years. Added 
No. 3 to their own dependability is the 
Crystal National Advertising on these items. 

Millions of housewives have been told 
the secret of making “better coffee” 
with Arcade Coffee Mills. Let your 
customers know you handle them. To 
display them is to sell them. 





An Arcade Display Stand 
with coffee mills attached, 
will invite interest and many 
favorable comments from 
your customers. This stand 
is beautifully white enameled 
and is supplied by us gratis; 
customers being invoiced for 
mills only. Set up in a 
prominent place in your 
stpre, it will show to ad- 
vantage the many good sell- 
ing features of Arcade Crys- 
tal Coffee Mills. 


Write us for catalog. 
Ask your jobber for prices. 


ARCADE MANUFACTURING CO. 
Freeport, Illinois 


ARCADE 


HARDWARE 
=a TOYS 

















56 

































































HARDWARE AGE 


N. Y. Collections Are Improving— 
Prices F'irm—Stocks Adequate— 
Demand Consistent But Not Heavy 


NEW YORK, June 28.—The New York wholesale hardware market is 
characterized by firm prices, consistent but not heavy demand for both | 
staple and seasonable lines, adequate stocks in most lines, better collec- 
tion conditions, and a general optimistic feeling that summer business 
may be better than normal due to the late spring. 

The improvement in collections is of prime importance with most | 
houses as collections had been pretty slow for some time. 
weather helped retail sales on spring lines, particularly garden equip- 
ment, and then collections began to improve. 








Freezer Demand Moderate; 


Prices Firm in N. Y. 


Ice cream freezers are in moderate 
demand in the New York wholesale 
hardware market. Prices have been 
firm and are expected to continue un- 
changed. Local stocks are considered 
satisfactory. 


JOBBERS’ Ree rere 4g RE- 
TAILERS, F.O.B. YOR 


Alaska apne he od a. soit 
: qt., $3.45 each; 3 qt., $4.10 each; 
4 qt., $5 eee 6 qt., $6. 30 each; 8 qt., 
$8. 20 each; 10 qt. $10. 75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 at., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 

count of 20 and 10 per cent. 

Ice Cream Freezers, White Moun- 
tain, 2 qt., $5.65; 4 qt., $8.25; 6 aqt., 
$10. 45, and 8 qt., $13. 50 each. These 
are list prices ‘and are subject to 
dealers’ discount of 50 per cent. 

“7% Vacuum wrecuate. No. 1, $3.83; 
No. $4.00; No. 3, $5.33, and No. 4, 
$6. é7° each. Ba My are net eoee. 

Arctic Frezers, 1 qt., $4.00; 2 at., 
$4.60; 3 qt., $5.55; 4 qt., $6.80: 6 at., 
$8.60; 8 at., $11.10: 10 qt., $14.80; 
12 qt., $16. 65, and 15 at., $23. 30 each, 
These are list prices subject to deal- 
ers’ discount of 50 per cent. 

Acme Freezers, No. 1, 2 qt., rogith- 
galvanized, tapered, $8. "00 per dozen; 
No. 2, 2 qt., enameled, galvanized, 
tapered, $10. 00 per dozen: No. 3, 
enameled, $18.00 per dozen, he No 
4, pint size, Junior enameled, $4.80 
per dozen. These are net prices. 

Everybody’s Freezers, No, 01, pt., 
$4.00; No. 1, 1 qt., $5.50; No. 2, 2 at., 
$7.00; No. 3, 3 at., $8. 00, and No. 4, 
4 qt., $9.00. All gray enameled. These 
are list prices subject to dealers’ 
discount of 33% per cent. 


























































Steel Butt Prices Continue 


Firm in N. Y. Market 


Prices on steel butts continue firm in 
the New York market, with a moderate 
demand _ reported. Local wholesale 
stocks are ample. Prices to dealers on 
3% by 3%, 21 cents per pair, and in 
case lots 17 cents per pair. 


Consistent Demand Reported 


for Staple Hardware 


Such staples as belts, nuts and 
screws are having a consistent call 
throughout the New York market area. 
Prices continue unchanged and local 
stocks are considered adequate. 








JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Bolts and Nuts 


Carriage pote. % by 6 and smaller. 
A — 10 off 1 Be RA, 50 per cent 
t. 


Machine bolts, % by 6 and smaller, 
50 off list—larger to 1 by 30, 45 per 
cent off list. 1% to 1%, 30 off list. 

Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 


Screws 


Screws, flat head, bright iron, 75- 
20-10-10-10-10-10. 

Round head, blued, 7214-20-10-10- 
10-10-10. 

Round head, iron, nickel plated, 

65- 20-10-10-10-10-10 

Flat head galvanized, 60-20-10-10- 
10-10-10. 

Flat head, brass, 7214-20-10-10-10- 
10-10 

Round head brass, 70-20-10-10-10- 
10-10. 

These discounts apply to standard 
screw lists. In package lots an extra 
10 is allowed. 


—_—_—- 


Fair Demand Is Reported for 


Garden Equipment 


Garden equipment and other spring 
lines are in fair demand at the present 
time, according to New York jobbers. 
Prices have been firm and are expected 
to continue unchanged. 
have been consistent. 

stocks are apparently adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS’ F.O.B. NEW YORK: 


Garden Hoes 


Black finish 7 in. steei blade, solid 
shank, 4 ft. ash hanate, 49c. each. 
Same with 6 in. blade bronze finish, 
80%c. each; and with 7 in. blade, 
bronze finish, 81'%4c. each. 

Ladies’ garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
63c. each. 

Meadow hoes, forged steel blade, 19 

gage. polished and _ bronzed socket 
shank, 4% ft. handle, 91%c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed solid shank, 
4% ft. handle (ash), 7 in. blade, 80c. 
each. 

Onion hoe, square top, polished 
forged steel blade, 7 x 1% in., bronze 
finish, 4% ft. handle, 80c. to 88c. 


each. 

Garden hoes are packed 12 in a 
bundle. 

Warren type hoes, 95c. to $1.13 
each. Scuffle type hoes, 89c. each. 


Hay Forks 


Strapped ferrules, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines with 5 ft. bent 
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handle, $1. te each, ane with 6 ft. 
bent — 1.37 each 

Hay forks are packed 12 in a 
bundle. 

Five per cent discount off all prices 
on spring goods in bundle lots. 


Sprinklers 


Sprinklers. Anaconda, $1.05 each; 
Zenith, 85c. each; Ring, 56c. each; 
Rainking, $2.33 each; Giant Rainking, 
$8.33; and Rainbow, $1.35 each. 


Manure Forks 


Strapped +e ene , Sree forged 
tines, selected handle, 4-12 
in. tines, bronze ae. . 5 ait each. 
Same, 5-12% in. tines, $1.86 each. 

Strapped ferrules, steel capper 
drop forged oval tines, polished and 
bronzed with ft. ash handles, 4-12 
in. tines, $1.34 each. Same with 5-13 
in. tines, $1.52 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dles, with 4 oval 15 in. heavy tines, 
$2.20 each. All of these manure forks 
are packed 6 in a bundle. 


Garden Hose, Etc. 


Molded, 1 ply, 50-ft. songene, “6 
per ft.; same, 2 ply, 10%c. per ft.; 
molded smooth, 2 ply, 10%c. per ft.. 
and wrapped, 5 ply, 9%c. per ft. In 
25-ft. lengths each grade is %c. 
higher per foot. 
ose couplings. Sherman brass, 
$1.30 per dozen; perfect, $2.00 per 
dozen. 
Hose menders, Cooper, 75c. per 
dozen; perfect clinch, 75c. per dozen. 


Scythes 


Grass scythes, $19.25 per dozen. 
Bush scythes, $15.00 to $17.20 per 
dozen; Weed scythes, $15.00 to $17.20 
per dozen; English riveted back, $21 
per dozen; hay knives, $16.50 per 
dozen. 

Scythe snaths, grass, $15.20 per 
dozen, and bush, $17.25 per dozen. 


Hose Nozzles 


Rainking, $12 per dozen; Diamond, 
$4.10 per dozen; Gem, $6. 70 per dozen; 
Peoria, 35c. each. 


Potato Hooks 


Solid steel, goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1. 01 each. Same, with bent 
head, polished and bronze finish, 4 
angular back tines, 94%c. each. 

These are packed 12 in a bundle. 


Cultivators 


Floral cultivator, adjustable, 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft. ash han- 
dles, 59c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 84%4c. each. 

Packed six in a bundle. 


Lawn Rollers 


Waterweight lawn rollers, No. 2, 
$9 each; No. 4, $10.70 each; No. 5, 
$13.35 each; No. 7, $15.25 each; No. 
9, $17.35 each. 


Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 45%c. each; with 14 
ote 50c. each; with 16 teeth, 5444c. 
eac 

Medium bronze (ffinish, straight 
teeth, 5% ft. ash handle, 12 teeth, 
75%c. each; 14 teeth, polished, 82c. 
each; 16 teeth, 8614 ¢. each. 

Steel bow rakes, curved.teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 — $1.07144 each; with 14 teeth, 
$1 each 

Rakes packed 6 in a bundle. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.00 to $1.15 each. Same 
with 2 holes and 10 in. — steel 
blade, $1.07% to $1.15 each 

Mortar hoes are packed 12 in a 


bundle. 
Hose Reels 


Victor, $1.85 each; No. 2, $2.80 each; 
No. 10, $3.60 to $3.75 each; No. 20, 
$4.10 to $4.25 each; No. 30, $7.85 each. 
Detachable model to fit faucet, $4.10 
each, and Reelezy, $1.50 each. 
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The Lost Page of My Pittsburgh 
Address 


(Continued from page 29) 


that I made were immediately grasped. There was 
instantaneous laughter or applause. When I think, with 
humiliation, of the rambling talk I made and the tact- 
ful, good-natured sympathetic and friendly manner in 
which it was accepted, I feel like asking for just one 
more chance to speak before this same audience and show 
them what I can do when I stick to my notes! 
“K i * 

My notes were made on several sheets of paper. After 
my speech, when Mr. Bihler rushed me in his automobile 
to catch my train and put me on the Pullman car, the 
first thing I did was to glance over my papers. Hor- 
rors! The most wmportant sheet in my entire address 
had not even been touched upon! This sheet contained 
my suggestion as to what the independent retail hard- 
ware merchants of Pittsburgh might do to meet the sit- 
uation that confronts them. 

* x 


I have said before in these articles that the trouble 
with the independent retailer 1s his independence! Very 
few men who are independent do their best work. The 
majority of men need a boss—a stimulus. We do not 
attend to our jobs unless we are compelled to do so. 
The very minute any of us becomes independent in life, 
it is only human nature that we lose the economy in 
action of a fixed direction. We are inclined to loaf on 
the job. We do not think hard in advance about the 
best methods to adopt and, even if we lay out our plans, 
instead of sticking to the plan, we wabble. In other 
words, the independent retail trade of this country do 
not have the discipline of the well-organized army of 
their competitiors in chain store systems. 

 ——— * 


The manager of a chain store must follow clearly 
outlined plans of merchandising. He must follow in- 
structions to the letter. He must do things as instructed, 
on the moment. If he fails to carry out instructions and 
if he does not get results, he is immediately fired. The 
trouble with the independent retail merchant is that 
there is no one to fire him if he is inefficient! He can 
still hang on and eke out a living. This, in my opinion, 
is the main trouble with the independent in competing 
with the chain. I am convinced that the independent 
retailer is a man of higher caliber and of greater intelli- 
gence than the manager of a chain store with whom he 
is competing. 

x * * 

The difference, however, is that the manager of a 
chain store is directed by a super-expert in merchandis- 
ing. These experts have figured out selling plans. They 
have tested these plans. When a plan is sent to the chain 
store manager of lower intelligence, all that is expected 
of him is to follow instructions. Therefore, with this 
system, better results are obtained from a manager of 
very mediocre ability. 

* * * 

One important weakness in the system of selling goods 
through the jobber by salesmen to the retail merchant 
and through the retail merchant to the consumer 1s the 
element of time. Ina chain system of several thousand 
stores, certain decisions are reached in their headquarters 
in New York regarding sales and prices. It may be de- 
cided, on account of a change in styles, to get rid of a 
certain line of merchandise quickly to make room for a 

(Continued on page 59) 
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Brazed Steel 
Engineer’s Filler 





Brazed Steel 
Shop Torch 


Brazed Steel 
Broad Top 
Oiler 


BRAZED STEEL 
BUSINESS BUILDERS 


XPERIENCED hardware men 

know that when orders are filled 
with Wall Everlasting Brazed Steel 
Products they have rendered a real 
service to their customers. They have 
furnished the best products of their 
kind that men can make, steel brazed 
with hard brass. They have said 
“goodbye” to customer complaints. 


Your jobber has them or can get them quickly. 
Glad to send illustrated literature on request. 


P. Watt Mec. Suppery Co. 
PITTSBURGH, PA. 











Wall DREADNAUGHT 
No. 41 Blow Torch 





Brazed Steel 
Bench Oiler 
Guaranteed for 
5 years 














To Save Time, Write to Nearest Representative 


New York: E. H. Brinkman, 30 Church St., Room 446. 
Philadelphia: Wm. H. Patton & Associates, 2401 Chestnut St. 
Boston: Walter C. Gindele, 241 Purchase Street 
Chicago: Henry Tideman, 624-630 West Adams Street 
Cincinnati: L. W. Stewart Sales Co., 327 Dixie Terminal 
Detroit: Geo. E. Oles, 14301 Corbett Ave. 

St. Louis: Hubbell and Sharp, 1712-14 Chestnut Street 
San Francisco: W. R. Voorhees & Co., 417 Market Street 
Waynesville, N. C.: R. N. Barber & Company 
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Revised Lag Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with recent revision of April 1, 1927. To de- 
termine net selling or buying price on any size, this chart offers a direct short cut. For example: 
Assume a desired discount of 40 per cent on %%-inch diameter machine bolts, 2 inches in length. 
Find the length line and follow along until you reach the 40 per cent discount column—here you 
find the answer, 171. Other discounts and lengths are determined in the same manner. List 


prices are per 100. 


























































































































































































































































































































































































































































































































































































































Lag Bolts (1/4 and 5/16 inch diameter) Lag Bolts (3/8 inch diameter) 
’ i 
oe List | : Sipeestinning eeanpanenaenied ae PAA | Length! List ee 
| 10 | 2 | 25 | 30 | 33%/| 40 | 50 | 60 | 70 10 | 2 | 25 | 30 |33%/| 40 | 50 | 6 | 70 
1 | 205] see] vos] azz! 108] wr] 101] ts] of] 7 | 4 285 | 257] 228] 214| 200| 190] 171] 143] 114] 86 
“4%/| 215| 194! 172| 162] 151 | 144| 129| 108| 86] 65 1% | 260| 234] 208| 195] 182] 174] 156] 130] 104] 78 
2 | 235} 212] 188| 177] 165| 157] 141| 118| 94] 71 2 | 285| 257| 228] 214| 200] 190] 171] 143| 114] 86 
| 2%| 255| 230| 204] 192| 179| 170| 153| 128| 102| 77 2%| 310| 279] 248| 233] 217| 207] 186| 155] 124] 93 
| 3 | 290 | 252| 224| 210] 196| 187| 168| 140| 112| 84 3 340 | 306 | 272| 255| 238| 227| 204] 170] 136| 102 
| 3%] 305!/ 275| 244] 229| 214| 204] 183] 153] 122] 92 3%! 370] 333| 296| 278| 259| 237] 222] 185] 148| 111 
4 330 | 297 | 264| 248| 231| 220] 198| 165| 132| 99 4 | 400] 360| 320] 300| 280] 267| 240| 200] 160] 120 
4%| 355| 320] 284] 267| 249| 237| 213| 178] 142| 107° 4y%| 430] 387 | 344| 323] 301 | 287| 258| 215] 172| 129 
5 | 380| 342/ 304] 285| 266] 254| 228/ 190] 152| 114 5 465 | 419| 372] 349] 326| 310| 279] 233| 186] 140 
| 5%| 405! 365 | 324| 304] 284| 270] 243| 203] 162] 122 5% | 500] 450| 400| 375| 350] 334| 300] 250] 200] 150 
| 6 | 435| 392] 348] 327| 305| 290] 261 | 218| 174| 131 6 | 535| 482| 428| 402| 375| 357| 321| 268| 214] 161 
| 6%| 465 | 419| 372] 349| 326] 310| 279| 233| 186] 140 6% | 570| 513| 456| 428| 399| 380| 342| 285| 228] 171 
7 | 495| 446| 396] 372| 347| 330| 207| 248] 198| 149 7 605 | 545| 484 | 454/| 424] 404] 363| 303] 242] 182 
Ls Y, | 525| 473| 420] 394] 368| 350| 315] 263| 210] 158 74%,| 640| 576| 512| 480| 448] 427| 384] 320| 256] 192 
8 | 555| 500| 444] 417] 389/ 370] 333] 278| 222| 167 8 675 | 608 | 540| 507| 473] 450! 405] 338| 270] 203 
| 9 | 615 | 554| 492] 462| 431] 410| 369| 308] 246| 185 9 | 745| 671| 596 | 559| 522| 497| 447] 373| 298| 224 
| 10 | 675) Gos} 540} 507| 472} 450| 405) 338| 270| 203/ | 10 | 815| 734] 652| 612| 571 | 544 | 489] 408 | 326 | 245 
‘ - easenunnies ——————- | 41 | g90| 801 | 712| 668| 623| 504| 534| 445| 356] 267 
12 965 | 869 | 772] 724| 676| 644| 579] 483/| 386 | 290 
Lag Bolts (7/16 inch diameter) Lag Bolts (1/2 inch diameter) 
J | DISCOUNT DISCOUNT 
ngth;| List ~ : o NE EEL ee, ee bee, Length! List 
10 | 20 | 25 | 30 | 33%/ 40 | so | 60 | 70 10 | 20 | 25 | 30 | 33%/| 40 | 50 | 60 | 70 
4 425 | 383| 340] 319| 298] 284] 255| 213! 170] 128 1 ,| 525| 473] 420] 394] 368| 350] 315] 263] 210] 158 
| 1%] 390| 351| 312| 293| 273| 260| 234| 195| 156] 117| | 1%| 485| 437| 388| 364| 340| 324] 201] 243] 194] 146 
2 | 355/ 320) 284] 267| 249| 237| 213| 178] 142] 107| | 2 | 445| 401| 356 | 334] 312] 207] 267 | 223] 178] 134 
2% | 390 | 351 J 312 | 293' 273] 260| 234] 195| 156] 117| | 2%| 485| 437| 388| 364] 340| 324] 201] 243] 194] 146 
~ 3 | 430] 387] 344 | 323 | aor | 287; 258| 215] 172| 129] | 3 | 530] 477] 424] 308] 371] 354] 318] 265| 212] 159 
3% | 470| 423| 376 | 353 | 329| 314| 282] 235| 188] 191] | 3%| 575] 518] 460| 432| 403| 384] 345] 288] 230] 173 
4 «| 510 | 459 | 408 | 383 | 357 340 | 306 | 255] 204 | 153° ag 620 | 558] 496 | 465| 434] 414| 372| 310] 248] 186 
4%| 550) 495} 440| 413} 385] 267) 330! 275} 220] 165} | 4%| 665| 599| 532| 499| 466 | 444] 399 / 333 | 266 | 200 
5 59 | | 5a 472} 443| 413| 294 | 354 | 205| 2361 177/ | 5 | 7101 639| 568 | 533| 497] 474| 426| 355| 284| 213 
5% | 630| 567| 504] 473| 441] 420] 378| 315 | 252| 189 | | 5% | 755| 680] 604| 567| 529| 504] 453] 378] 302] 227 
6 | 670! 603| 536| 5031 469] 447| 402| 335 | 268| 201. g 6 | 800/ 720] 6401 600| 560| 534] 480| 400| 320| 240 
| 6%/] 710| #639/] 568] 533 | #497 474 126} 355 | 284/ 213 | 6% | 845 | 761 | 676 | 634 | 592/| 564 {| 507 | 423 | 338] 254 
9 +| 7501 675| 600| 563 | 525| 500| 450] 375 | 300] 225 | | 7 | 890] 8o1| 712] 668| 623| 594] 534| 445] 356] 267 
7% | 790 | 711| 632| 593 | 553| 527| 474| 305| 316| 237| | 7%| 935| s42| 748| 702] 655 | 624] 561 | 468| 374] 281 
~ g | 830] 747] 664| 623] 581 | 554 | 498] 415 | 322| 249° s 980 | 8s2| 7 735 | 686 | 654| 588| 490| 392] 2094 
9 | 910] 819] 728| 683| 637| 607] 546| 455 | 364 | 273 9 | 1070] 963| 856| 803] 749| 714| 642] 535| 428] 321 
40 =| 990| -so1| 792] 743| #92] 660] 594| 495] 396| 297] | 10 | 1160 | 1044 | 928| 870] 812| 774] 696 | 580| 464] 348 
~41—=-| 1080 | 972! 864 | 810| 756 | 720] 648| 540] 432 | 324 41 | 1260 | 1134 | 1008 | 945 | 882| 840| 756] 630| 504| 378 
42~«| «1170 | 1053 | 936 | 878 | 819 | 780 | 702| 585| 468 | 351 | 12 | 1360 | 1224 | 1088 | 1020} 952] 907] 816] 680| 544] 408 






























































This is the first installment of a complete series of Lag Bolt prices to be published weekly. Copyright, 1927, Hardware Age 
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new fashion. A circular is immediately sent out to the | 


several thousand chain stores to put the old goods on a 
sale at a price. These goods are quickly disposed of as 


bargains. Then the chain stores are ready to take on the | 


new merchandise. 
x * x 

On the other hand, with the jobber-independent re- 
tailer system, the manufacturer explains the situation 
to the jobber, but instead of doing this direct, he may 
depend upon his salesmen. It takes this manufacturer’s 
salesman some time to cover the territory and visit all 
the jobbers. Then this salesman may become somewhat 
bored with the talk and forget to give it to some of his 
customers. However, even if the jobber grasps the 
idea and acts quickly, he, in turn, must prepare the in- 
formation and by general letter or weekly conference, 
give it to his salesmen. This means more lost time and 
lost motion. Some of these salesmen grasp the sales 
point and immediately cooperate. Other careless and in- 
different salesmen have their minds on other matters. 
Therefore, thousands of retail merchants, who should 
expect to be posted by their visiting salesmen, never get 
the message. However, even if the message finally 
reaches the retail merchant, it is, in turn, necessary fot 
him to take certain action about this merchandise. He 
must post his clerks. He may be away from home on a 
vacation or attending to other matters. There is lost 
motion. Therefore, when we consider the time element 
from the manufacturer to the jobber and through the 
jobber to the retailer, we are impressed not only with 
the delay but with all the dangers of lost motion. The 
system, we must admit, is heavy and cumbersome. A 
shorter, more direct one must be adopted. 

* x * 


I might talk to retailers about their show windows. 
This has been covered very fully in numerous articles 
in the trade press. I might talk about training clerks. 
This, of course, is exceedingly important. I might talk 
about your advertising. A certain amount of advertis- 
ing is necessary in every business. How do the people in 
your community know that you are in business? I might 
talk about circulars, sent out at regular intervals to your 
mailing list. These circulars should not only be got 
up to bring mail and telephone orders, but to constantly 
remind your customers that you are seeking their busi- 
ness. To this, of course, the retail merchant will reply 
that his profits are so small, he cannot stand this expense. 
Besides that, he has no one in his store who will attend 
to the details of the work. His business does not justify 
him in having a large force of employees. We must 
acknowledge the strength of this argument. 

* *« * 


All this leads me up to one suggestion that I am going 
to make to The Pittsburgh Retail Hardware Dealers As- 
sociation. You may think this suggestion, on account 
ot its novelty, is theoretical. You may think I do not 
understand the retail hardware business and all the dif- 
ficulties of getting a number of retail hardware dealers 
to work together. Gentlemen, I have been through this 
mill. I know all the difficulties, but it is not impossible 
to surmount them. If you cannot succeed with the plan 
one hundred per cent, you can often succeed seventy- 
five per cent, and seventy-five per cent of success is 
often a very large measure of success as compared with 
no effort at all. 
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Unparalleled 


Dominance 


Barbed wire was originated by the American Steel 
€& Wire Company. Common-sense tells you that 
the company originating barbed wire would also 
be the first to develop qualities uniformly to be 
relied upon: high tensile strength; regularity of 
twist; firmness and sharpness of barbs. 











BAKER PERFECT 


TRADE MARK 














Baker 


Perfect Two-Point Barbed Wire 


The only genuine,original Baker Perfect Brand. 
Its outstanding popularity of thirty years has held 
its leadership in sales. Sell your customers the 
true, authentic Baker Perfect brand and show 
them the registered trademark on the spool. 


Waukegan Two-Point and Waukegan 


Universal 


up on red spools under the registered trademark, 
Chief” Indian head stamped on every 
spool. Our other celebrated brands are 
Elwood-Glidden, Elwood Jr., American 
Special, American Glidden and Lyman 


‘*4-point.”” 


for quality and excellence. 


Write for Catalog and Prices 


The distinctive selling features of our 
barbed wire make it sell more readily, and 


draw extra 


American Steel & Wire 


Sales Offices: Chicago, New York, Boston, Cleve- 
land, Worcester, Philadelphia, Pittsburgh, St. 


Louis, Buffalo, 


Four-Point Barbed Wire 


ly recognized for its incomparable high quality. Put 
“Waukegan 





Each in its own field stands 


business in repeat sales. 


Company 


etroit, Cincinnati, Wilkes Barre, “ 


\ 
Baltimore, Kansas City, Minneapolis, St. Paul. WAUKEGY HIEF ' 
Oklahoma City, Birmingham. Atlanta, Memphis, HN 


ucts Co., San Francisco, Los Angeles, Portland, 


Dallas, Denver,Salt Lake City, U.S. Steel Prod- peseesices 
Seattle. F}.——— if 
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It must be clear to every thinking man that the suc- 
cess of the great corporations in this country in all 
lines is: due to cooperation. By this word I mean a lot 
of people in various parts of an enterprise, all working 
together attending to their different jobs with one end 
in view. This end may be to supply electric light 
or telephone service or radio service or water or, on the 
other hand, it may be to merchandise goods through chain 
stores and variety stores. In all! of such enterprises, there 
is at the top a head and if they are successful enterprises, 
this head is a trained man—a man who has risen to the 
top on account of his peculiar adaptability to the job. 
* x * 


I might give a long, list cf such men that exist. One 
of these men, of course, is Judge Elbert H. Gary, of The 
United States Steel Corporation. He directs the policy 
of the corporation. Nobody doubts that the Steel Cor- 
poration does exactly what Judge Gary thinks it is a 
wise thing for them to do. Then, in The General Elec- 
tric Company, there is Mr. Swope. He has developed a 
peculiar ability for his high position. In the baseball 
field, on account of the warring elements, it was decided 
to call in Judge Landis‘as a director and arbitrator. 
Judge Landis is today a great power in the baseball busi- 
ness of this country. Among the moving picture pro- 
ducers, there was a terrible mess. Their very success had 
turned their heads. Every man thought he was “it.” 
Every man thought he had all the brains in the business. 
So many brainy men pulling in this direction and that 
led to dire confusion. Out of this mess, came Will H. 
Hays, our former Postmaster General, and became the 
Dictator of the movies. I might continue these illustra- 
tions indefinitely. In every great industry of this coun- 
try, you will find one human mind who is directing 
things. Sometimes this power is entirely out of sight. 
Often the public are not aware of his existence. 

* * 

Now, in my opinion, what the independent retailers 
of the Pittsburgh district need, more than anything else, 
is one man who will coordinate their efforts. The right 
man, of course, will cost a pretty good salary, but his 
salary, divided up among three or four hundred retail 
merchants, would not be an excessive burden on any in- 
dividual business. The amount that each contributed 
could be worked out on a basis of volume of sales. This 
man would establish an office in Pittsburgh and would 
have his assistants. He would devote his entire time to 
his job. He would make a study of all of the problems 
of the retailers and would report to their Executive 
Committee. The Executive Committee, in turn, would 
report to the membership, or he could report to the mem- 
bership direct. The fewer motions you have and the 
simpler the organization, the better. 

* * * 

With a system such as this, the retailer would not 
have to give up the control of his own store. He would 
still be his own master. just as the baseball organiza- 
tions are independent of each other—just as the various 
movie companies are independent. However, this mer- 
chandising expert for the retail hardware trade of Pitts- 
burgh would study their problems. He would gather 
the exact facts about their competition and their methods 
of doing business. He would see that they were given 
prompt market information. He would help them in 
buying.. » would be their spokesman when they had 
differencés*with manufacturers, jobbers or other retail 
merchants. He would be an arbitrator in differences 
between members of their own association. 

* 


This man would have no power to enforce his deci- 
sions. 


He could only recommend. Nevertheless, the 
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preachers in our churches today have no power to en- 
force their teachings, but no one will say that the preach- 
ers of this country do not have a tremendous moral effect 
upon their communities. I remember once asking a 
Mormon in Salt Lake City how they got rid of bad 
Mormons in the Mormon Church. I have never for- 
gotten his reply. He said that bad Mormons did not 
like good Mormons, and all the good Mormons had to 
do was to leave the bad Mormons alone and invariably they 
dropped out of the organization themselves! 
* * * 

Allow me to say in conclusion that I believe the time 
is coming, not only when retailers in cities will have their 
expert managers who will look after and help them in 
their business problems, but when cities themselves will 
have expert merchandise managers who will make it their 
business to look after the business activities of the 
cities. These managers will study the sales of their 
cities in every line of business. They will have field 
workers gathering information as to where retail mer- 
chants in the smaller towns in the territory of these job- 
bing centers are buying their goods. If their goods are 
not being bought in their city, they will find out the rea- 
sons why. These reasons will be laid before the jobbers 
or manufacturers in the city which is losing the business. 

* * * 


Good-will tours, hand-shaking and free cigars are all 
right up to a certain point, but in the tremendous de- 
velopment that has taken place in the United States to- 
day along the lines of knowledge, organization, coopera- 
tion and propaganda, the old-time hand-shaking methods 
are rapidly passing out. We are living in an age where 
scientific research is being developed. By research, we 
are getting down to the cold facts in every department 
of life. It has been said that the personality of the in- 
dependent retail merchant is his best asset. It has been 
said that the good-will of the neighborhood will help 
him maintain his business. All right. I hope this is 
true, but what is the matter with adding to all the advan- 
tages of good-will and personality some of the hard- 
boiled, successful business tactics of the mail order 
houses and chain stores? In almost every point, if the 
independent retailer will bestir himself, he can meet this 
new competition. Your association is a good thing. The 
retail associations in the country have served a great 
purpose. The time has come now, however, when we 
must go a step further. The trouble with associated ef- 
fort is that the presidents and secretaries are often busy 
men in their own stores. They work without compen- 
sation for the associations. Naturally, these men can 
only give a part of their time to the general good. What 
is needed and what we are surely to come to if the inde- 
pendent retailer of this country is to meet the new com- 
petition, is expert merchandisers, devoting their entire 
time and attention to the needs and problems of the in- 
dependent retail merchant. 


In 1828 


In the records of the Lancaster, Ohio, school board 
there is an account of a proposed debate as to whether 
railroads were practical or not. Permission was asked 
to hold the debate in the schoolhouse and the minutes 
of the school board meeting ran as follows: “You are 
welcome to use the schoolroom to debate all proper 
questions in, but such things as railroads and telegraphs 
are impossibilities and rank infidelity. There is nothing 
in the word of God about them. If God had designed 
that His intelligent creatures should travel at the fright- 
ful speed of fifteen miles an hour by steam, He would 
have foretold it through His holy prophets. It is a 
device of Satan to lead immortal souls down to hell.” 
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Probably Your Last Chance 
to Get a Copy of the 


HARDWARE CLASSIC 


“Forty Years 
of Hardware” 
By SAUNDERS NORVELL 


Formerly Vice-President and Sales Manager of 
Simmons Hdwe. Co., Formerly President of 
Norvell-Shapleigh Hdwe. Co., Formerly Presi- 
dent and more recently Chairman of the Board 
of McKesson & Robbins Co., New York. 


This is the book that has taken the hard- 
ware trade by storm. Old time hardware 
men have known and felt the romance that 
runs through this business of selling hard- 
ware. It remained, however, for Saunders 
Norvell to combine with an appreciation of 
the romantic side of the great business 
movements in which he took part, the ability 
to write of that romance in a sparkling, 
gripping style that would forever mark 
hardware selling as much more than a “dry 
as dust” business. “Forty Years of Hard- 
ware” reveals many interesting and amus- 

: * ing incidents in hardware history. All 
nat through the story are reminiscences of many 
prominent men in the hardware field. Be 

sure to read this book and urge your salesmen to read it. It will give you and them 
new perspective, new inspiration and a new respect for the hardware calling. 


















Y 
$ 
This is a Special Overrun Edition bound up exactly. Pag 
like the original edition that sold out at $3.00 | ‘o° 
~ * a & > 
Special Price 00 per iy ¢ 
while they last $I . Pp copy : Ss Ss 
RF e 
Order your copy now and present copies Mae 


to your men. It will help make them 
better hardware men. 


Mail the Coupon Today 
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Wire Doiillincts 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 





AGE June 30, 1927 











CRACKPROOF 











SSceLEnER STEEL COMPANY 
Offices: BETHLEHEM, PA. 


BETHLEHEM 








gaenen ateyi= 


PIONEER RUBBER MILLS 


Rapidly becoming the world’s largest manufacturer of garden hese. 


New York Chicage San Francisce 
Seattle Tacoma Portland 
Salt Lake Denver Les Angeles 











This Handsome Metal Display Cabinet 
Free with Every Premax Order 


There’s no time like the 
present to cash in on °* 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 
Luxe Models. 


PREMAX PRODUCTS 
NIAGARA METAL STAMPING 
CORP. 

Dept. HA-@ 





The Premaz Houseful 
creates sales and 
k your stock of 
numbers clean and 
orderly. 





ROOF GUTTER SUPPORTS 


This illustration shows, unassembled, one of the many styles of 
eaves trough hangers made by us which may be adjusted every 


eighth of an 
ineh for 
drainage in 
the gutter. 
These 
widely through- 
out the United States. 





Write for catalog No. 
27, which also illus. 
tes and 


tra describes 
conductor hooks and (0) a 
fasteners. 





Free sample giuadig 


furnished. 
L. D. BERGER COMPANY 


51 N. 2d St., Philadelphia, Pa. 

















Niagara Falls, New York 
Makers of Every Kind 


Sa of Screw, Nut and Bolt 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohie 








Plain or enameled 


STRATTO — 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 




















Confidence in lfampion, Brand 


Tungsten Lam is shown by 20,000 re- 
tallers and 5 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 

**Licensed under the General Electric 

Company's Incandescent Lemp Patents. 














DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff- 
ness and tensile s Made ute 
and ths in machiaine and finish. Send fer 


Oatalog 
ARMSTRONG BROS. TOOL CO. 
Chicage, Ill., U. S. A. 


814 N. Francisece Ave., 


© 















Store windows can be dressed very attractively 
if the right material is properly used. 


To combine seasonable merchandise with season- 
able display is to insure sales. 


Such “Combinations” that have proved most 
successful are continually being reproduced in 





Make Your Windows Sell Goods 


Hardware Age, 239 West 39th St., New York City 


HARDWARE AGE as being worthy of any live deal- 
er’s consideration. 


Every issue of HARDWARE AGE contains several 
pages of effective window advertising which have 
demonstrated by actual test their pulling power. 


You can apply these suggestions to your business 
with profit. 
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Better 





Machine Screws 
Regular and Special. 


Complete stock of 
Standard Sizes. 





Prices on Application 


HARVEY HUBBELL 





Give them PHENIX QUALITY 
In Screen and Storm Sash 
Hangers and Fasteners 


Phenix Storm Sash Hangers and 
Fasteners are simplest, handiest, eas- 


fest applied, most a 
efficient--that’swhy td 

they sell best. New 

improvements put 

them in a class 
of theirown. Write 
to-day for Catalog 
showing full 
Phentx line. 
Samples free. 











Sold by all leading 
—— [ jobbers. 


























pb Per Set 
~ in Solid Brass 


S 4) an) oo 
0... Pree gus 
Steel 
SOLD ONLY THRU THE HARDWARE TRADE 








MANUFACTURERS V¥ HARDWARE W SPECIALTIES 
69 FEDERAL ST., 365 MARKET ST.. 
BOSTON, MASS. SAN FRANCISCO, CAL. 











mower © omnes PHENIX MFG. CO., 032 Center St., hag 4 
PATER (BULLS EROG 





Exclusive features of design and construction put the Bull 
Frog line in a class by itself. Our No. 101 is the last word 
in general purpose low priced barrow for home use. Other 
Bull Frog barrows, carts and scrapers for every garden, 
farm, mill, mine, contracting and industrial use. Write for 
catalog. 


THE TOLEDO WHEEL- 
BARROW COMPANY 
Toledo, Ohio 
Branch Offices and Warehouses 


Philadelphia 
283 North 12th St. 





Chicago 
69 EB. Wacker Drive 








IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Frices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mase. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 





mae Quality 
Products 


x A Msidas pa orrig Standard of the 
tc Industry 


New Work’ Wire Cloth Co. 


Manufacturers of golden and antique bronze, bright copper, 
zinc-coated and black enameled screen cloth 
342 MADISON AVE., NEW YORK 
W orks—York, Pa. 


























IF IT’S THE BEST TOOL YOU CAN SELL 


FOR WORKING STONE 
IT’S OURS. 
TROW & HOLDEN CO., Barre, Vermont 


Catalog 


ARTHUR R. FOBERTSON 














Want a Good Hardware Salesman? 


e quickest way to locate one is through an ad 
in y= “Classified Opportunities Section” of this 
paper. 


It’s the place where good hardware salesmen look 
first for real opportunities. 











Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds mani” thts 
the tack in position for driv- 7 101g = 
ing. Awarded the Silver Medal a 
(the highest offered) at the Panama-Pacific Exposition. 
Good profit. 

Name and design trade marks registered U. 8S. Pat. Off. 


94 Portland St., Boston, Mass. 














**Superior’ Screw Driver Bits 


Five Sizes, 144 to % inch 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 
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d Opportunities 


June 30, 1927 








& 
Use the “Classified 


Classified Advertising Rates 





Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Positions Wanted Advertisements 
50% off rates quoted 








Average 10 words to a line 
Allow One Line for Keyed Address 








Opportunity Exchange Section SN PE er $5.00 
Address your advertisements and replies to 
Set Solid, Minimum of 5 lines..... $3.00 Each additional imch............. 4.00 Santina. date ah Tee 
Each additional line........... -60 tunities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
Each additional line.......... - £0 Harpwares Acs is published each Thursday 


4 insertions, 10% off; 8 insertions, 15% 
ff 


| Remittance Must Accompany Order 
Samples of handise, liter catalogs, etc more than ordinary reforwarding postage should not 
mples of merchandise, ature, ge, Gen wo.) gry Be 





Forms close Ten Days previous to date of 
publication 





See ee Nc et ent 





x numbers. ot 








BUSINESS OPPORTUNITIES 








} HELP SPECIALISTS 


) FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 

EVERY APPLICANT INVESTIGATED AND GUARANTEED 

FOR TEN TIMES THE WEEKLY SALARY INVOLVED. 
ABBYE EMPLOYMENT AGENCY, INC. 

Remington Building 

113 W. 42nd Street Bryant 7374-5-6 

M. Herbert Godschalk—Director—Hardware Division. 











Genuine Gillette Blades $5.90 Carton 5S or 10S 
Durham Duplex..5S $7.56 
Ever Ready Auto Strop ...... 5S $7.56 
All fresh stock in original sealed cartons. Terms Net, 
C.O.D. or check with order. Postage and insurance pre- 
paid. Immediate shipment. Address Patterson Sales 
Company, Dept. A, Medford, Mass. 


Gem 











Established Hardware Store for Sale 
in New York City 


Sales now $5,000 per month. Will sell as a going busi- 
ness complete for $30,000 cash. No other proposition 
considered. Address 


Box H-603, care of Hardware Age, New York 2 














IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to Industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 





FOR SALE—Stock of hardware and fixtures that will invoice about 
$3,500. Consists of builders’ hardware, tools, paints, varnishes, aluminum 
ware, cutlery. Big discount given if sold at once. Reason for selling will 
be given to interested buyer. Address Box H-599, care of HARDWARE AGeE, 
New York. 


FOR SALE—A half interest in a large hardware, steamfitting and 
plumbing business owing to the death of my partner. Business established 
tor forty years. GEORGE F. NOWLEN, care Gould & Nowlen, Bath, 
Steuben Co., N. Y. 








HARDWARE STORE WANTED in town of 10,000 or less located in 
Eastern New York, Massachusetts or Connecticut. Must be a good stand. 
Address Box H-592, care of HArpwaAre AGe, New York. 


HELP WANTED 











Wanted—Experienced Hardware Man 


Capable of writing good forceful advertising, and assume 
charge of sales promotion, most modern methods, good 

window trimmer and store arrangement for Southern 
Illinois town, 20,000 population. In reply give age, experi- 
ence, references, present connection and salaries obtained. 
Address Box H-591, care of Hardware Age, New York. 














LARGE Central Illinois retail hardware company wants salesman to sell 
electric washers, vacuum cleaners and radios. Young man with hardware 
experience preferred. Address Box H-602, care of Harpware Acez, 
New York. 


HELP WANTED 


HARDWARE SALESMAN TO TAKE 





WANTED — BUILDERS’ 
, OF BUILDERS’ 


PLANS, ETC. GIVE FULL PARTICULARS IN FIRST LETTER. 
WEED & COMPANY, ROCHESTER, NEW YORK. 





A LARGE NEW ENGLAND MANUFACTURER of tools and builders’ 
hardware requires experienced man of proven ability for States of New 
York and Pennsylvania. Resident of either of above States preferred. Ad- 
dress Box H-604, care of Harpware Ace, New York. 





WANTED—A young single man with experience in guns, fishing tackle 
and general sporting goods. Fine opening for one with selling ability and 
personality. Location Massachusetts. Address Box H-598, care of Harp- 
wARE AGE, New York. 





MAN to take charge of advertising, window trimming, merchandise dis- 
lay and general sales promotion for group of retail hardware stores in 
acific Northwest. Must be a worker and willing to start on moderate 
salary. Address Box H-584, care of Harpware Ace, New York. 





SALESMAN WANTED TO CALL ON retail hardware trade in the 
State of Ohio by well-known manufacturers of tools, cutlery and other 
hardware lines. References required. Address Box H-600, care of Harp- 
WARE AGE, New York. 





WELL KNOWN MANUFACTURERS OF DEADLOCKS, latches and 
padlocks want salesman to cover Queens County in New York; also sales- 
man to cooperate with Philadelphia office. rite giving experience and 
references. Address Box H+597, care of Harpware Acz, New York. 


POSITIONS WANTED 











A YOUNG EXPERIENCED HARDWARE EXECUTIVE 

AND SALESMAN with exceptionally successful nine year record 

as New York Branch Manager for Western Manufacturer. making 
staple product sold to hardware jobbers and exporters, is open for 
engagement, due to merger of his firm with a steel corporation. 
, Fully capable and experienced in employing and directing salesmen, 
personal selling, handling credits, collections, and the numerous 
details connected with Branch Office management. Thirty-seven 
years of age, married h large family, past business record and 


» wit 
personal history fully available. Address Box H-578, care of Harp- 
WARE AGE, New York. 











Position Wanted 


As Manager or Assistant with either Retail or Wholesale 
House. Thoroughly experienced in hardware and furni- 
ture; fourteen years as part owner and manager of a 
large hardware and furniture store. References as to 
ability and character will be cheerfully furnished. Address 
Box H-590, care of Hardware Age, New York. 














POSITION WANTED —In responsible hardware company or jobber by 
sales engineer. Fourteen years’ business experience. Age 33. Well 
trained in builders’ hardware, small tools, mill plumbing and foundry sup- 
plies; metals, machinery and screw machine products. Salary secondary. 
Address Box H-593, care of HarpwAre Acre, New York. 





YOUNG MAN now located with a hardware jobber, wishes to connect 
with a manufacturer. Have had eight years’ experience on the road and 
am thoroughly acquainted with the hardware trade in Maryland, Delaware 
and Virginia. A No. 1 references furnished. Adrdess Box H-577, care of 
Harpware Ace, New York. 








_POSITION WANTED—Builders’ hardware man, 25 years of age, with 
six years’ retail experience, desires connection with progressive hardware 
concern. Can estimate from — and close any kind of hardware contracts. 
pate -” +. ~~" in first letter. Address Box H-574, care of Harpware 

cE, New York. 
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POSITIONS WANTED 


POSITION WANTED—Young man, 26 years of age, with seven years’ 
retail experience, desires to make connection with builders’ hardware manu- 
facturer. Address Box H-575, care of Harpware Acz, New York. 


EXPERIENCED hardware and cutlery man seeks connection with manu- 
facturers or distributor. Any territory: Nine years’ practical experience. 
Address Box H-601, care of HArpwArE Ace, New York. 


SALES REPRESENTATIVES WANTED 




















Regional 
Sales Representatives 


Wanted 


An established manufacturer of a kitchen appliance is 
selecting sales representatives equipped to energetically 
push this iiem—preference given to those carrying allied 
lines going to department, hardware and housefurnishing 
stores. Give complete details in confidence. 


, 
f 
‘ 
f 
‘ 
{ 
, 
{ 
: 
{ 
‘ 
f 
| Address Box H-587 
Care of HARDWARE AGE, New York City 
t= = 














LONG established manufacturer expanding distribution has opening for 
representative in several sections with opportunity for manufacturers agents 
and exclusive representatives according to section of country. Dog collars 
and furnishings, pistol holsters, police billies, etc., to sell to hardware, sport- 
ing goods, pawnbrokers, pet stores and leather goods stores. State age, 
ra lines if any and reasons why you can sell this line. Address 

ATTERSON, P. O. BOX NO. 105, Baltimore, Md. 


SALES REPRESENTATIVES WANTED 








Sales representatives wanted 


For 2 Southern territories by manufacturer of locks, knobs 
and miscellaneous builders’ hardware. 

Territory No. 1—North Carolina, South Carolina, Georgia 
and Florida. 

Territory No. 
Kentucky. 
Want experienced builders’ hardware men on commission , 
basis. Address, Reading Knob Works, Reading, Pa. 


2—Mississippi, Alabama, Tennessee and 











) WANTED—SALESMEN 


regularly calling on Hardware, Machinery, Paint, Elec- 
trical Goods, Radio Parts, Auto Accessories, Plumbers, 
etc. supply houses, to sell best line tool boxes on mar- 
ket. Manufacturer would consider national sales organi- 
zation. Box H-570, care of Hardware Age, New York. 














WANTED—Experienced hardware salesman to cover Pacific Coast terri- 
tory in the sale of locks, latches, padlocks, etc. For well known manufac- 
turing concern in the East. Please give particulars of experience and 
methods of covering jobbers and dealers. Box H-567, care of HarpWaArt 
Ace, New York. 











WANTED—Salesmen calling regularly on the hardware and automotive 
jobbers to sell high grade grinding wheels; also sharpening stones under 
rivate brand. Something that appeals to the jobbing trade and a repeater. 
iberal commission. GOODRICH GRINDING WHEEL CO., 1500 W. 
Madison St., Chicago. 








SALESMEN wanted in all sections calling on hardware dealers to sell 
Glass Cutters and patented Wire Stripping and Cutting Pliers. Excellent 
opportunity for live wires working on attractive commission basis. Address 

ox H-568, care of HArpwAre AGE, New York. 








SIDE LINES 


to handle. 


What have you to offer? Give detailse—insert your ad in the “Classified 
Opportunities Section” of this paper and you’ll be reasonably sure to find a 
reliable salesman to represent you. 


FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 











FORSTNER BITS 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U.S. A. 





One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 








J. L. THOMSON MEG. Co. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 


BROWN @ SHARPE | 
° TOOLS | 


F MARK Mm Tedite 








~ ’ ’ ! , 
ry > ¥ I C 
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BROWN & SHARPE MFG. CO. P: nce, R. ] 











SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD. CLOTHES. 
BRAIDED CORDAGE » LINES, SMALL LINES 


AND COTTON TWINES ETC. S507 0p CAVALOG 
BOSTON MA SS. 


screw “TEI NOX” orivers 


“The Toots in Lhe Paid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


BALANCED 
MACK SAWS ~- GAND SAWS — SCREW DRIVERS - GLASS CUTTERS 
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INDEX TO ADVERTISERS 





THE ADVERTISERS INDEX is published as a convenience and not as &@ part of the advertising contract. Every care will be taken to index correctly. 
No allowances will be made for errors or failure to insert. 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowances will be made for errors or failure to insert. 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
a LLE wrench can apply. The Allen process makes 
Tad + deep, perfectly-formed socket-holes—no chips in 

——_- the bottom. The entire length of the A is 
utilized either for solid metal at the point or depth of socket 





' 
for the wrench. 1 sizes in stock from to | in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 


catalogue and sales proposition. 


The ALLEN MFG. CO. tiartrorp, Conn: 


Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 





















Keystone Westcott 


- — 2 ; 
MFG.CO \ 
-tONt if 





Most convenient wrench made for general use. Com- 
bines Adjustable “S” Wrench with Nut Wrench in a 
practical way. 

Gets into and out of places where a Monkey Wrench 
cannot be used. Forged-steel jaw. Malleable handle. 
6 sizes: 4 to 14 in. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 


New York Chicago 


Canvas Tool Bag 


Made in one- 
piece of durable 
No. 10 Canvas. 
Lock - stitched. 
Frame is 12 ga. 
steel securely 
riveted to body. 


Also Mechanics’, 
Linemen’s and 
Electricians’ 
Tool Bags, and 
= sis : Plumbers’ Tool 
ae Rolls, and Golf 
eH Bags. 

Send for Folder. 





ee. tthe 
~_ 


1847 Ashland Ave. 


LENDZION LEATHER Goons Co., *"’Cnicage, Ill. 






























Style N 


CAROLUS CUTTERS 


The Style N is the regular Bolt Cutter with the added End 
Cut, and also the Nut Splitter, making a 3 in 1 Tool. You 
can also obtain Carolus Cutters in Style A, Straight Cut; also 
Style B, Straight and End Cut. Steel Plates hold Jaws rigid. 
Made in SIX SIZES and THREE STYLES. Why not Buy 
the Best Time-Saving Tools? 

If your Jobber cannot supply you, 
Literature and Prices. 


CAROLUS MFG. CO. Sterling, Ill. 


Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 


write us direct for 


Quick Boring Thread 
Single Lip and Spur 


Russell Jennings Mfg. Co. 








Russell Jennings 


Auger Bits 







' Patented by 
No. 101-E Mr. Russell Jennings 
na oa in 1855 
Auger Bit 


Chester, Conn. 
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oe oo steps, properly spaced, 
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iy tat or sides of ladder permit mounting 
Het} descending with ease. Both hands free to remove or 
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in Paste Form— 


Insure perfect shelf service for any line of merchandise. Packed in 


with convenient full 













SOLDERAL 


The Real METAL Solder <A 












Collapsible 





The Greatest Soldering Con- 
venience Ever Invented~ 
Every Electrical Connection 
_orIntricate Job Needs ~ 
SOLDERALL. 


SOLDERALL C0.,Newark,N. J. 


June 30, 1927 
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AMERICAN 
SCREW 
COMPANY 








Wood Screws Machine Screws 
Stove Bolts Tire Bolts 


Salad ak alah ek ll 





Largest Stock 
Greatest Assortment 


wn, 


Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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HAND AND WINDMILL . . 
WELL AND CISTERN { e When the balance sheet 


sTINIDC =f for the month or for the year 
PUMPS . 
is closed—when profit and loss 
are established — quite frequently 
some lines of merchandise show meager 
profits. Too lean, perhaps, to justify con- 
tinuing to stock them. 






SELF-OILING POWER 
PUMPS 





WORKING HEADS 
Not so with MYERS PRODUCTS—Pumps—Water Systems 
PUMPING JACKS —Hay and Grain Unloading Tools—Barn and Garage Door 
ee | Hangers. All of established quality with recognized standing 
for dependability, they are so catalogued as to have low harmo- 
nized lists to which a single liberal discOunt applies, which dis- 
count (mark this please) is always such as to afford satisfactory 
. returns, making it really worth while to stock and sell them ex- 
DIRECT WATER clusively. 
~) Go BS 
mon A complete line, highest quality, sustaining profits, yes, with 
SPRAY PUMPS AND consistent year-through national publicity thrown in for good 
ACCESSORIES measure. Where is there another line of equal standing that 
ee offers as many outstanding sales advantages as the MYERS? 


CYLINDERS AND 
FITTINGS 


ELECTRIC HO 
PUMPS 


This is the selling season. Today is the day to act. We will 
be glad to have one of our representatives see you. If you pre- 
fer, a copy of our latest catalog with complete information and 


HAY UNLOADING prices will be mailed promptly. Write or wire. 
selene. 





BARN DOOR HANGERS 
HAY RACK CLAMPS. 
GATE HANGERS 
LAWN AND PORCH ee ene 
SWINGS re esse e 


~ 0 i ee 
._ = —— 2s nim rg [A 












STORE LADDERS 


racy THE FL.E,M YER 
MYE ASRALANDB, OH! OC. 
eee ASHLAND PUMP AND HAY TOOL WORKS 





CO. 


